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HARDWARE 


)A©ay you and yours enjoy 


YULETIDE CHEER and NEW YEAR PLENTY 


Many and precious are the gifts of the Christmas Spirit. Holly and mistletoe, laughter and carols, 
the good will of peaceful men and the good cheer of happy homes— these are Christmas, 
its magic and its joy. May this Christmas bring you peace and cheer in fullest measure! 


May your New Year yield prosperity and happiness . . . success in all your undertakings! 
- 7 i \ I ; i 





WATIONAL 


makes the most 
complete line | 


NAT SAYS: 
"Make it your buy-sign 
... always” 


bor your convenience, we can't repeat too often, 
“National makes the most complete line of tasteners 
for the hardware trade” 

With a complete line, National offers vou extra 
ease and extra economy in ordering. PIS, the 
sales advantages of distincuve red and black cartons 
with easy-to-read identification labe's that help 
make stock handling faster -easicr. The shiny 
black boxes resist soiling and fingerprints, always 
give your fastener shelves a snappy appearance. 

lake Nat's advice... make National vour buy- 
sign always for the best in tasteners, uniform in 
quality and in packaging. For tall tntormation on 
the complete National line, write us today. 


Wood Screws « Machine Screws « Nuts « Cap Screws 
¢ Tapping Screws «+ Stove Bolts * Carriage Bolts « 
Lag Bolts « Machine Bolts « Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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Advertisements like this, appearing reguigrly in regional 
form papers, are catching the attention of fence buyers 


ASK YOUR JOBBER...about Bethlehem Fence 
... Steel fence posts... barbed wire... 
nails and staples . . . bolts and nuts 
... bole ties... baler wire . . . cothes 
line and other Bethlehem products. 
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rim wicks 
FOR QUICK PROFITS 





KINDLERITE 


No matter which of these three wicks ’ ee R/M’s standard quality 
> > ‘ idle 
your customers select, you get a gen woven asbestos kindler. 


erous profit. R/M Wicks are the pick 


of the wicks. They give clean, reliable v in both warp and filling 
- 


A sturdy, long-lived 


wicking with wire core 


yarn. Packaged 5! > ft., 6 ft 
and 100 ft. to the box, in widths of 
] ] ‘ and | 


burning. They’re made to last, and to 


keep your customers happy. 








QUIK FLAME WOVEN GLASS 


54" 
The most efficient ¢ 


kindler ever devel- \ The acme of perfection 


- 
oped for range . we. > in stove kindlers. assur 


burners Patented 
open mesh construc- 


ing long life and maxi 


mum stove performance 


tion provides best possible 
The only glass wicking 


results with distillate oils. The 
extra-heavy wire core yarn keeps woven with a wire core in 
the kindler upright in the burner channel. Glass 
yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 


and 1 %%” wide 


every strand to protect the 

burning edge. Packaged 5 ft 

6 ft. and 100 ft. to the box, in widths of 
1 '4” and 1 














RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 


Factories: Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN. INC. Manufacturers of Asbest Textiles eTefion Products ¢ Packings « Mechanica 
Rubber Products « Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Clutch Facings « Fan Belt 


Radiator Hose e Rubber Covered Equipment ¢ Sintered Metal Products ¢ Bowling Balls 
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1. A new shovel—by Ames—a new 





design 


« Open back design with appear- 
ance and strength of a Solid 


Shank Shovel 


e + J) Ames e Sections Taper Rolled where 6 
strength counts reinforced by 
Turned Steps 


Sy Lele 4 BAN DB) Socket equipped with Ames 


Shock Band 


' 
« Blade and Socket carefully 


77, tempered 


4 2 
C =—" > 


« Blade — tumbled finish Handle 


clear lacquer with Ames Burnt- 


1774 
th >) cote finish optional 


( ) a iT) ES C0 7. A light Shovel makes light work 
23 ® 


} PARKERSBURG, W.VA. NORTH EASTON, MASS. 











and it’s yours absolutely yreeé 


with the purchase of five 100’ rolls 


istered Tra mark 


of Lumite* Saran Screen Cloth 


ORDER this sales-pulling dramatic ‘‘stand- LUMITE 


on demonstrator” from your jobber. Prove to SARAN cate AN | 


your customers Lumite’s amazing strength 


CHICOPEE MILLS, Inc., Lumite Division 
47 Worth Street, New York 13, N.Y 
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JP-1 Pruning 
Shear. Ex- 
tremely light. 
4 oz., 642" 
long 


Parker 


PRUNING 
SHEARS 


Double the 

Number of 

Parker 

Pruning 

ee... with this 
NEW DISPLAY 


SHE likes it to cut flowers because it’s so light, 
so easy to handle. HE likes it for pruning — also 
because it’s so light yet rugged enough to stand 
tough cutting. They both know the cutlery steel 
blade for what it is —a blade that stays sharp. 
The satin finish with enameled handle and the 
handy thumb lock rank high, too. 

You have a full measure of value and quality 


to sell in these other Parker Garden tools 


Big Brother / long Handled 
Pruning Shears 2 Lopping Sheor 
for heavy brush 


9 oz., 8'2" long > 
SP-2 28 '\2" long 
P-50 


Tre e Prune r 
for tree trimmir 
or 4 shaping 
98" long 


P-60 


Hardened Steel 

Grass Shears 

Easy Cutting 
G-2 


Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fay the Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. 





The consistently 


very woman knows advertised line 


of 


very woman wants §——_aualiy 
KITCHEN 


DAZ EY Helps 


Vi 
DAZEY “CRACKIT” NUTCRACKER SET 
Model PK-11 
This popular Fall seller makes a nice 
gift item. Cracks ends, then splits nut 
shell lengthwise, so that nutmeats come 
out uncrushed. Attaches easily to THE DAZEY “CRACKIT” 
natural-finished hardwood base with Mode! 150 
special Dazey spring steel bracket. In gift 
box, complete— $5.95 retail 
Packed 12 sets to shipping carton, 
weight of doz., 32 Ibs. 


Same quality nutcracker as Model 
PK-11, but made to fit Dozey Wall 
Bracket instead of wood base. Individ- 
vally packed in shelf display carton. 
Available in Red, Green, Black or 
Yellow handle. 12 of any one color 
or assorted colors per shipping case. 
Weight per doz,, 16 ibs. $4.95 retail. 


THE DAZEY NUT CRACKER SUITE 
Model PK6AC 
The Dazey Nut Cracker Suite is an un 
usual and outstanding Gift-package 
made up of the All-chrome Dazey 
Crackit (nut cracker) and a beautiful, 
high finish, hard Maple nut bowl with 
bracket and special clamp to hold the 
Crackit. Packed in individual shipping 
carton, 6 per shipping carton, weight of 


6, 26 Ibs. $14.95 retail 





when you Stock and Sell the Complete DAZEY Line. 


you PROFIT. °°  DAZEY wall type products fit the same wall bracket. 


So... Sell One, and you've Sold the Line. 





DAZEY CORPORATION + ST. LOUIS 7, MISSOURI 
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SELL MORE ROPE. 


R 
TRIPLE- ai in, display 9" 


‘ 
serves oO © Pyt cartons any 


spen er 
and rope disp ounter, und 


on © 
t, 
here — 0" we +, Order handy 
w amen 
your job 


FEATURES 


@ Easy to Handle... 
@ Easy to Store... 


@ Easy to Dispense... 





@ Keeps Rope Clean... 
@ More Sales Appeal... 


SS 
| 
COLUMBIAN 


COLUMBIAN ROPE COMPANY, 440-70 GENESEE ST., AUBURN “The Cordage City’, N. Y. 
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Business Activity to 
Continue Strong 


WITH THE BUILDUP In inventor. 
and a light dip in retail ale 
busine activity in some quarte! 
! being described) a “soft 
Though there is little to justify 
fears of a depression, it is prob 
able that the boom has passed it 
peak and that better selling on 
the retail level will be needed to 
move the vast quantities of mer- 
chandise that industry is geared 
to produce 

The high level of employment 
and personal incomes and the con- 
tinuance of government spending 
for defense assures a solid basi 
for good business In the months a- 
head, However, in view of read 
justments being made within in- 
dividual industries, it Is likely that 
business, generally, will move to 
“a somewhat lower level 

In September, the latest month 
for which figures are available 
personal income slipped to an an- 
nual rate of 285.8 billion. Income, 
for the most part is being lost by 
workers. Reduced amount of over- 
time and slightly smaller employ- 
ment account for the slide in work- 
ers’ incomes, This means lost pur- 
chasing power, quickly felt on the 
retail level, Department store sales 
in October, for example, were 
down about 4 percent 

Meanwhile, industrial produc- 
tion has been running under the 
first half, good evidence that the 
boom has passed its peak 

Even so, business remains strong 
and will continue so as individua! 
industries readjust to a somewhat 
lower and more normal level of 
activity 

7. 


Output at Record 
Annual Rate 


THE DOLLAR value of the output 
of goods and services in the first 
half of this year was at an annual 
rate of 367 billion dollars, seven 


percent above 


months a year 


ho 
ra et 


the ri ! ic to a high rate of personal sa 


earlier and near! as well as increased consumer buy- 
tn 


28 percent above the value for ing. Through the first half of 
year 1950. Of this expansion of 28 year individual increased thei 


percent, 16 percent represented an 
increase in phys 


vin 


liquid assets but at the same time 


ical output and 10 they have also increased thei 


percent a rise In price mortgage and consumer debt 
The Department of Commerce nough to offset part of the bol- 


points out that 


eral have held 


ince prices In gen- tering effect of increased liqu 


relatively table asset 


over the past year, the seven per- ° 


cent increase in the value of the 


yro product 


from the first half Farm Cash Receipts 


of 1952 represent primarily a Zain Lower for 1952 


in output 


Sharp Gain 


Personal Incomes total volume of farm 


CONSUMER 


e- 


+ FARMERS’ CASH receipts from 


marketings in 1953 probably 


will 


total about 31.2 billion, or four per- 


in cent below receipts in 1952. The 


marketings 


is at a record high, four percent 


DEMAND increased larger than last year’s volume 


but 


considerably over the past veal prices oft tarm product are aver- 


according to a 


the first three 


recent report from aging considerably lower, accord- 
the Department of Agriculture, In ing to the Department of Agricul- 


quarters of 1953 ture 


disposable income averaged seven Cash receipts from livestock and 


percent above a year earlier with livestock products total about 
most of the gain in wage and sal- billion dollar and the estimated 
Employment wa crop total is 13.5 billion. Both are 
percent mostly in down about four percent from past 
the durable manufacturing indus- year, and in each case lower aver- 


ary payments 
up about eight 


tries and the 
lightly longe: 


work week was age prices are offsetting an 
crease of around four percent 


Higher incomes have contributed volume of sale 


Wholesale Hardware Sales and Inventories 


It 





Geographic 
Division 


change 9 mos. change Stocks-Salk 
in sales 1953 in inventories Ratio 
Sept. 1953 from Sept. 1953 

from from 


Sept Aug 9 mos. Sept Aug. |Sept 
1952 1953 1952 1952 1953 53 





U.S. Total 
Sales 


Hardware 


South 
Atlantic 


East South 
Central 


West South 
Central 





10 § 10 




















(From U.S. Dept. of Commerce Monthly Report) 
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Sealand FIRST FAMILY OF SPORTS 


A MW Seribadeoreal UME! 
sande" DAYCRONITE 


SALT WATER SQUIDDING AND TROLLING LINE 
MADE OF FAMOUS DUPONT DACRON 


— 





































































































































































































A SHLES STUULATOR/ 
A MUOWEY MAKER! 







































































Rain-Beau 


DAYCRONITE 


A real treasure in a treasure 
chest ...in breaking 
strengths less than 12-20- 
30-50-80 and 130 Ibs, 

Put up: 12-20-30-50 tb, 
class in 6-50 vd. spools 
connected, 3 spools in a chest 
and 2 chests connected, 12 to 
10 Ibs. class inclusive in IM 
yd. spools; 80 and 130 Ibs, 
class in 500 and IM yd. spools 
.. im green or linen color 






















































































































































































on ca 
Rain-Beau new, high-tenacity salt water quidding waned tredlon 
line made of superlative Dulont Daweron, the world’s me t 


mazing fibre! 





























Rain-Beau Ilere ime some © q yourecu mers pe 
lous DAY KRONTHI 
SURFBRAID peti 
@over 20°) heavier @stronger wet than dry 
A great companion @small diameters @high knot strength 


line for Davero ite 
Surfbraid, a world-wide 















































@low water absorbence @less stretch 



























































favorite with anglers, is With DAYCRONITE your customers can cast farther 
another great Rain-Beau and easier: work bait more eflicrently « pecially on long cast 
salt water casting line. thrill to quicker strikes: certam hooking 
Get in touch with your Sealand representative toxlay and 
learn how Rain-Beau DAYCRONETE can produce aston hing _ 
increases in your sales and profits ecure advance unforma 

















tien on other new Kain-Beau lines made of Dacron 











KAIN-BEAU TRADEMARK 
































Sus 

THE SPORTS BRAND 

MILLIONS DEMAND! Torrington, Connecticet 
Since. (826° 

NEW YORK * CHICAGO + ATLANTA + LOS ANGELES 

























































































WHAT’S BOOSTING 


7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand 


WHAT A COMBINATION FOR PROFITS! 


Nit, EASY e. ~<CY 
’ PINKING SHEARS 
POULTRY SHEARS Removable iy 


ground precision 

stee! biades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up 


A’ a P) 
3-PIECE 


k 
SCISSOR SET 


‘ POCKET KNIVES 


y” tight trimmer: »” sewing scis 


Full mirror polished stainiess steel 
no-siip knurled handles. Cuts bones 
and meat with equal ease. Fast 
moving gift item 


ms, 3 mbroidery scissors, all el then f ma you never 
babe pieces nickelplated Handsome carry another brand! Fine steel! and 
genuine leather case Great ‘‘woman ) ooks in patterr to suit every 
sppea 


The Saturday F vening 


POST 


Recognized 
nna fn Value 


stee!. Pakkawood handles; serrated eee. ve07 


cutting dge. Women buy them on 
a ROKER 


TRee Gp prano 


Same UT Lt RY wet 


Ask your jobber to show you the 
over * 


BOKER TREE BRAND LINE 


Catalogs Availeble on Request 


H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street New York 7, N. Y. 





THE ONE REEL 
THAT’S RIGHT 


for trouble free spinning, 
casting or fly fishing 


““CHANGE-EASY"’ SPOOLS 
hold different weight lines 
Simple and easy to change 
spools. Price $1.00 
PICK UP LOCK AND CLICK 
locks reel in pick up posi- 
tion. Two tone click when 
playing fish 
INCREASED LINE CAPACITY 
100 yds. of 10 Ib 

“ay 150 yds. of 6 lb. line 


“CARBOLOY"’ PICK UP 
guarantees lifetime use with- 
Out wear 


SALT WATER PROOF 
Johnson Reel is perfect for 
light salt water fishing 


NEVER A LINE TWIST 


True spinning actior 
and retr 
Cwist 


untwisters 


$16.50 


list price 


DEMONSTRATE IT TO YOUR CUSTOMER 
ON ANY ROD OF HIS CHOICE 


Dealers! ! Be prepared for a treat the moment you make your first 
practice cast with the NEW Johnson 80, the one, all purpose 
reel. Never before has there been a reel with such versatility and 
simplicity. No matter where your customer fishes — river, stream, 
lake or ocean .... no matter how — spin, cast or fly — the Johnson 
“80” is the buy. Exclusive Patented Push Button Control holds 
and releases line for true one hand operation . rugged Nylatron 
Drag for “smooth as glass” action — 16” of line with one turn of 
handle . . . moving parts Electro 
Filmed for lasting lubrication 

. adjustable drag . change 
from right to left hand operation 


~ NATIONALLY 
ADVERTISED 


or, : quickly by reversing spool 
“2 \ : OTHER MODELS 60-40A-20 
5 ALL PRICE RANGES 


Over 77,000,000 people will 
read about Johnson Reels in 1954! 


ALL JOHNSON REELS SOLD THROUGH JOBBERS ONLY 
DENISON-JOHNSON SALES CORP. MANKATO 3, MINN. 
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men who use 


REPUBLIC 
UPSON ano ws 


appreciate these 

smooth-working 

advantages... oo: 
Qn. 


i "s 


- 
— 


wrench fits snugly 
on heads and nuts 


full thread area 
to grip firmly, 
tightly 


‘ 
a 
is 
° , st fs we 
e ¥¢ i. _” *, 
as <_* : >” ’ 
Li 3 >is ‘ > 
, ww : >. 
s x be * , 
tn al 7 - 
} ~ i *y 
Pe ” roa <a 
ee oes ‘ty + . 
ot : - 
¥ Xx ae 
ae ; 
c a >"? 
gy > 77 
mr. = 
ae 
, “2 7 baad 
ea” * 
- x me 
, >. 
ay 
. x. 
a: "4 - 
Ped be A — 
4 eee Te a>, - = 
SU . , —> * . + — 
si us s - 
>. r £ - 
7 ae : . 
. a aa . 
+ ay ww s 
e ow - ee sey 
» .* ra + 7 
. 
- a ‘ : 
TT ; 
say ——— 
rn : 
—— ae s 
— $ 
7 
x 
_— ——— { 


clean, accurate threads 


mate properly f Specify top-quality Republic Upson Bolts 
...runon and Nuts for all of your standard fastener 
, requirements. More than 20,000 different 
co smoothly est ri types, sizes and shapes to choose from. 
me Bab a REPUBLIC STEEL CORPORATION (<= > 
‘2 ees |REPUBLIC | 


Bolt and Nut Division 


: She CLEVELAND 13, OHIO ¢ GADSDEN, ALABAMA 
iets a> ot 31 ae Export Dept.: Chrysler Bldg., New York 17,N_¥ 
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McDonough Co. Adds 
Two to Sales Staff 


TWO NEW SALESMEN have been 
appointed by The McDonough 
Co., manufacturers’ representative 
with headquarters in Jacksonville 
Florida. The announcement wa: 
made recently by Willard Ihlefeld 


a partner in the business 


Paul Corley 


Lake Manning 


Working out of Atlanta, Georgia 
Lake Manning will cover North 
Georgia including Columbus and 
Augusta, all of South Carolina and 
East Tennessee, including Chatta- 
noopra 

Paul Corley, 
Birmingham, will cover Alabama 


headquat tered in 


12 


Western Tennessee, Mississippi, 
that portion of Florida lying west 
of the Apalachicola River, and that 
portion of Louisiana lying east of 
the Mississippi Rivet 

The company is sales representa- 
tive for The Thomas Laughlin 
Co., Portland, Maine; The Hamil- 
ton Metal Products Co., Hamilton, 
Ohio; Precision Steel Warehouse 
Chicago, Ill.; Prepo Corp., Edger- 
ton, Wisconsin; The Paine Co., Ad- 
lison, Ill.; The Hexcon Electric Co 
Ro elle Park, N d.: and Upson 
Brothers, Inc., Rochester, New 
York 


Stevens to Head 
True Temper Sales 


HAROLD STEVENS, formerly New 
England regional sales representa- 
tive, has been promoted to sales 
manager, hardware division of the 
True Temper 
nounced by Robert Raymond, vice- 


Corp., it was an- 


president of the organization 
Stevens, who has considerable 
experience in the hardware field 
assumed hi dutie 
pany’s Cleveland office on Decem- 
ber 1. Selection of his successor in 
the New England territory will be 


n the com- 


announced at a later date 


* 


Peden Iron & Steel 
Holds Sales Meeting 


SALES REPRESENTATIVES of the 
Peden Iron & Steel Co., hardware 
wholesalers in Houston 
met in that city, September 4-5 
for a two day sales meeting 

During the meeting, termed by 
company officials one of the most 


Texa 


successful the company has evel! 
held, a number of factory repre- 
sentatives demonstrated then 
products on a revolving platform 
in the center of the sales meeting 
room 

(Continued on page !14) 


Shown above are company salesmen and factory representatives attending 
the recent sales meeting held by Peden Iron & Steel Co. in Houston, Texas 
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LOOK AT THESE 
GREAT FEATURES: 


Perfect balance—easily acces- 
sible controls — powerful positive 
drive—float type carburetor— 
weatherproof performance 
swivel control to vertical or hori- 


zontal positions, both left or right TA @-YolWa-tam sto) Tar Melelilel Me lelismeaclitiialallel 


does all jobs: bores, under-bucks, 
rips, angle-cuts—6 sizes 14” to 30/’ 
cut and bow-saw. Low, low prices. 
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elite Melon Zelila-teme til 11 


Here’s the way to keep your cash register jumping with extra 
sales. The new Bolens Chain Saw has what it takes to send your 
profits climbing. This is a line you'll be proud to handle. 

And to help you sell, Bolens offers its full dealer aid program 
In addition to national and sectional consumer advertising, 


Bolens supports its dealers with a strong merchandising cam- 


paign, as well as free direct mail and point of sale material 
Here’s a real opportunity to increase your sales volume. Write 


today for complete information. 


BOLENS PRODUCTS DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
227-C South Park Street, Port Washington, Wisconsin 





HARDWARE 
INDUSTRY 





NEWS 


(Continued from page 12) 


Harris Hardware Observes 


50th Anniversary 


HARRIS HARDWARE Co., hard- 
ware wholesalers with headquar- 
ters in Washington, N. C 
pleted its 50th year of operation on 
November 3 

In observance of the anniversary 


com- 


of the firm, company personnel at 
tended a banquet which was high 
lighted by the presentation of gift 
and special recognition given to the 
10 members who have been as- 
sociated with the firm for more 
than 25 years 

The company, originally founded 
in 1903 as the J. H. Harris Plumb- 
ing and Supply Co., currently 
travels six salesmen and covers 44 
counties in eastern North Carolina 
A pioneer in the operation of de- 
livery trucks, the company has its 
own fleet of eight trucks for the 
delivery of merchandise direct to 
dealers. 

Officers and directors of the or- 
ganization are as follows: W. B 
Rodman, Jr., president; Frank W 
Cox, vice president; J. M. Hodges, 
secretary; J. Max Roebuck, as 
sistant secretary; E. Leon Roebuck, 
Sr., treasurer and manager, and 
R. C. Floyd, John S. Leach, W. 
Eugene Harrington, and E. Leon 
Roebuck, Jr 


* 


Graham Co. Names New 
Southern Representative 


Jack DeEVONDE of Charlotte, N 
C., has been appointed by John H 
Graham & Co., Inc., as representa- 


Jack DeVonde 


Officers of Harris Hardware Co., left to right, seated: W. B. Rodman, Jr., 

president, Frank W. Cox, vice president. Rear: Jay M. Hodges, secretary and 

assistant treasurer; E. Leon Roebuck, treasurer and manager; J. Max Roe- 
buck, assistant secretary 





Long-time members of Harris Hardware Co. are, left to right, standing: 

R. C. Floyd, 26 years; Thad H. Hodges, 34 years; E. Leon Roebuck, 35 years; 

W. B. Rodman, Jr., 33 years; J. M. Hodges, 47 years; F. W. Cox, Sr., 32 years; 

Miss Carroll Willis, 28 years; $. H. Robbins, 34 years; J. E. Matthews, 44 
yeors and Aso B. House, 33 years 


tive for Virginia, North and South 
Carolina, Tennessee and West Vir- 
ginia 

The company is a manufacturer's 
sales agency selling hardware, 
sporting goods and related lines on 
a national basis 


NHMA Officials Predict 
Record Display at Show 


BUYERS ATTENDING the 20th Na- 
tional Housewares and Home Ap- 
pliance Exhibit at Navy Pier, Chi- 
14-21, can expect 
to view a record-breaking array of 
according to A, W 


executive ecre 


cago, January 


housewares, 


Buddenberg 


SOUTHERN 


of the NHMA 

The lines of more than 560 man- 
ufacturers will be displayed to an 
estimated 8,000 buyers 

Opening Thursday, Jan, 14, the 
exhibit will continue throughout 
Thursday Jan, 21, with the excep- 
tion of Sunday, Jan. 17. Hours are 
from 9 A.M. to 5 P.M. daily, and 
the exhibit will close at noon on 
the final day 

Exhibitors will 
booths covering an area of more 
than 166,000 square feet of ex- 
hibit space on the mammoth lake- 
front site 

The NHMA’s Annual House- 
wares Show party will be held 
Tuesday, Jan. 19 in the grand ball- 
room of the Palmer House 


(Continued on pade s) 
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American Gold Strand Insect Screening 


Available in Galvanoid, Bronze or Aluminum—screening 


that meets every customer requirement 


Clinton Standard Hardware Cloth 


In all standard widths and meshes; unrolls flat for easy 
handling. Supplied in steel-banded rolls of 100 feet 


Clinton Hex Mesh Netting 


Has a wide range of usefulness for poultry and fur farm 
enclosures, crab traps, stucco reinforcement, baseball and 


tennis court enclosures 


Perfection Door Springs 


Made of selected wire, available in black japanned and 


galvanized finishes 


Quick Hitch Gate Springs 


A rugged spring for heavy doors and gates. Made of oil- 


tempered wire 


Wissco Flexible Wire Clothes line 


Long-wearing, strong, flexible, rust-resistant. Smooth, lus 
trous surface. Coils of 50°, 100° or connected lengths 


Wissco TV Guy Wite 


Makes a permanently taut guy wire for TV antennas; lends 
itself to quick and convenient installation 
THE COLORADO FUEL AND IRON CORPORATION—Denve 

PACIFIC COAST DIVISION—Oakiland, California 


WICKWIRE SPENCER STEEL DIVISION—Atlanta © Boston © Buffa 
Chicago * Detroit * New Orleans * New York © Philadelphia 


\SSco, 
20 ae WICKWIRE 


PAR” PRODUCTS 


PENCER LEEL DIVISION 
AWD RON CORPORATION 
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MY TRADE KNOWS | STAND BEHIND THE 


cRED HEAD 


WELL POINT 


UHTETUTTAAHHEETTAUHTHUTHT AHH 


eS * 


NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 


There’s a steady volume in well point sales when you show yout 
customers a risthle ditierence in quality. The “Red Head” drive point 
for tubular and drive wells lasts longer and can't clog because it’s made 
by an entirely different principle 

It has a continuous V-shaped inlet slot and a direct waterway 
with no pipe base! There’s several times more opening for water and no 
gauze screen to clog up or rip away 

Welded from top to bottom into or lid unit, the “Red Head” j 
made ol low carbon teel, double galvanized. It can be driven a hard as 
ary under all normal condition nce it’s used both as a flush point 
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and drive point, ther 1 necessity for duplicate stocks 
Available in 1!," and 2” siz 
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COMPETITIVELY PRICED 
p “RED HEAD” help you 
make plus sales! 


ASK YOUR JOBBER, OR WRITE 
FOR BULLETIN 
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HARDWARE 
INDUSTRY 





NEWS 


(Continued from page 14) 


McManus Heads King Hardware; 
Paden Named Chairman of Board 


DEAN S. PADEN has been named 
chairman of the board of King 
Hardware Co., Atlanta, Georgia, 
and will be succeeded as president 
by W. W. McManus. The appoint- 
ments were announced following 
a recent meeting of the company’s 
board of directors. 


Dean S. Paden 


W. W. McManus 


Mi Paden had served as 
dent of the organization for 19 
years and Mr. McManus had been 
vice president and general man- 


presi- 


ager for five years prior to his 
latest advancement 

Othe 
by the company included the elec- 
tion of E. H. Foster to assistant 


appointments announced 


18 


vice president, promotion of Miss 
Elizabeth E, Chase from secretary 
to assistant vice president, and L 
M. Johns from assistant secretary 
to secretary. Officers continuing in 
the same positions are: J. N. Had- 
dock, vice president; John L. Wat- 
son, treasurer; L. C. Smith, first 
assistant vice president, and J. B 
Hutchings, assistant vice president 

Associated with King since 1913, 
Mr. Paden advanced through the 
ranks of the organization serving 
as shipping clerk, stock manager, 
traveling salesman, assistant buy- 
er, sales manager, manager of 
branch stores and manager of the 
retail division. He was named sec- 
retary in 1928 and in that same 
year was made vice president and 
treasurer, then vice president and 
general manager, In 1934 he as- 
sumed the presidency 

Mr. McManus joined King in 
1919, beginning his career as a 
warehouse stock clerk, serving 
subsequently as salesman, depart- 
ment manager, store manager, 
traveling salesman, advertising 
manager and credit manager. From 
1927 to 1931 he served as manage! 
of Simmons Hardware Co. Back 
with King, he was elected trea 
urer in 1935, vice president in 
1945, and vice president and gen 
eral manager in 1949 


Sf 


Eimer J. Murray Joins 
Bigelow & Dowse Co. 


ELMER J. MURRAY, former vice- 
president and tools division sales 
manager of the Peck, Stow and 
Wilcox Co., 
manager of the hardware division 
of Bigelow & Dowse Co., hardware 
wholesalers in Boston, Mass 

Experience at the retail level and 


has been named sales 


his realistic approach to retailer’ 
and distributors’ salesmen prob- 
lems have made him an annual 
part of many leading distributors 
groups and general sales meetin 
Murray has worked distributor 


trainee and retail sale chools ef 


Eimer J. Murray 


fectively in addition to speaking at 
many group and annual state 
hardware association meetings 


Sf 


Miller Named Dazey 
Vice President 


THE ELECTION of L. J. Miller as 
vice president in charge of manu- 
facturing for Dazey Corp. has been 
announced by William E. Gundel- 
finger, president of the organiza- 
tion 


i. J. Miller 


Mille: 
1947 a 
vice-president has a 


joined Dazey Corp. in 


plant manager. The new 
background 
of many years experience tn fabri- 
cating and manufacturing house- 
ware 

Miller started his career in 1926 
it the Galvin Electric Co 


(Continued o page ?0)) 
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_ 
— My New Name 


>| 1s MIKI 


= 











Thanks to Loren J. James of James Im- 
plement Co., Strawberry Point, Iowa, and 

R. H. Yencer of Yencer Hardware Co., Spring- 

field, Mo., They will divide the $50 prize in 
Nixdorff-Krein’s ‘“‘Name-Our-Elephant” contest. 

A close second is John K. Chamberlain of Bill's 
Auto Stores, Louisville, Ky. The name NiKi was 
chosen because it’s a good “family name" for a 


Nixdorff-Krein baby. 


ELEPHANT Chain-Packs , voy 
BRAND - 


FAMOUS CHAIN-PACK 


a 5 ® Easier handling ® Doubles as attractive display 
@ ‘Sealed-in"’ chain protection © Conserves floor space 
®@ Empties make top-grade pails 


NEW! 
Merchandiser 


®@ Sturdy chain cutter built in 

® Reels have square holes— 
so chain won't run out on 
floor 

@ Spare rack for extra 
stock 

® Compact, tubular steel 
frame has no sharp 
edges to snag clothes 

@ Reels won't bend or 
break. 





























Overnight shipment from warehouse stocks in Atlanta, Houston or St. Louis 


NIXDORFF-KREIN MFG. CO. 


916 Howard St. — St. Louis 6, Mo. 
The Oldest Manufacturers of Chains In America oe — 
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INDUSTRY NEWS 


Claiborne R. Watkins 
Dies in Richmond 


CLAIBORNE R. WATKINS, presi- 
dent of Watkins-Cottrell Hardware 
Co., hardware wholesalers in Rich 
mond, Virginia, died October 18 

Richmond. Mr. Watkins was 67 

the time of his death 


Claiborne R. Watkins 


Widely known in the wholesale 
hardware industry, Mr. Watkin 
had served as president of hi 
company since 1936. Active = in 
business and civic affairs, he was 
a past vice president of the Rich- 
mond Chamber of Commerce, and 
was a member of the Richmond 
German Club, and the Common 
wealth Club 


* 


Southern Screw Plans 
$2,000,000 Expansion 


ACCORDING TO announcement by 
President Fritz Jensen, an expan 
sion program calling for an invest- 
ment of $2,000,000 and requiring 
two to three years to complete 
will begin at an early date for the 
Southern Screw Co., of Statesville 
N _ wood 
scrTeWS 

The new plant, with an even 
tual capacity of approximately 
500,000 square feet will house all 
operations, and 


manufacturer of 


the company’ 
more than treble their present 
space 


The manufacture of a complet 


2C 


(Continued from page 18) 


Dec! tre 


Oetjen Appointed 
Proto Sales Manager 


include the APPOINTMENT OF H,. W 
chine crew heet metal screw as Sales Manager for Proto Tool 
drive crev cap screw la has been announced by Marvin S 
Produc Bandoh 
and drive marketing & distribution 
Angeles firm. In his nev 


ner items ha 


long-range plan ol the company 


and operation will be « xpande ad te 


manufacture of ma Oecetje! 


crew and hanger bolt vice-president of ale 


tion of machine screw 
rew will begin in about two Lo 
month Sheet metal screws will 
be in about 
month but it Is estimated that 


‘ 


two years will be required to get 


production = in 


Cap screw lag CcCTeW and han 


bolt into production 


. 


Stratton & Terstegge Co. 
Makes New Appointments 


WILTON H. TERSTEGGE, president 
of Stratton & Terstegge Co., hard- 
ware wholesalers in Louisville, 
Ky., has announced that C. C. Elli 
has been appointed sales manage! 
of that firm’s manufacturing di 
vision, among the world’s large 
makers of tackle boxes and min- 
now buckets, under the trad 
names of My Buddy and Fall sition, Oetjen will 
City Proto sales in the United Sales. He 

Ellis was formerly buyer in the was formerly director of Market- 
wholesale division and his post will ing & Research 
be assumed by A. L. Crowe, who Oetjen joined Proto with a very 
will buy toys and cutlery, and extensive background of sales and 
Ross Riddle, who will buy sport- marketing experience, having been 
ing goods, guns and ammunition affiliated with the Tide Water A 
sociated Oil Co., Fairchild Engine 
& Aircraft Corp., Fairchild Cam- 
era & Instrument Corp., and J. O 
Manufacturing Co 


(Continued on page 22) 


? 


H. W. Ocetijen 


supervise all 


Crowe has been associate buye1 
in the toy and wheel goods de 
partment, and Riddle is the fo 
mer sporting goods specialty ale 
man 


Cc. C. Ellis A. L. Crowe Ross Riddle 
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GROWING IN ATLANTA 


This new Galvanized Ware Plant 
expands J&L’s service to the South 


J&L’s business has outgrown its original plant on Marietta Street. On 
December 4th, the Container Division of Jones & Laughlin Steel Corporation 


officially opened a new plant at 1280 Chattahoochee Avenue, N.W., in Atlanta. 


In this plant, J&L’s famous line of Galvanized Ware (water pails, tubs, 
baskets and disposal cans) is being manufactured for distribution throughout 
the South. New equipment and the most advanced production methods have 
been placed in operation to meet the increasing demands for the J&L line in 


Southern markets. 


It is with pride that J&L takes this step in keeping with the 
industrial progress of Atlanta and the needs of customers 


located throughout Southern States. 


JONES & LAUGHLIN STEEL CORPORATION 


Container Division 


1280 CHATTAHOOCHEE AVENUE, N. W. 
ATLANTA, GEORGIA 
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INDUSTRY NEWS 


Georgian Named As 
Tapatco Representative 


AMONG NEW salesmen added to 
the staff of the American Pad & 
Textile Co., Greenville, Ohio, is 


) 


( 


John H. Tate 


John H. Tate of Marietta, Georgia, 
who will cover the states of North 
and South Carolina, Georgia, 
Florida, Mississippi and Alabama. 

Tate attended Georgia Tech and 
the University of Georgia and 
served as a captain in the U. S. Air 
Force during World War II. Since 
then he has had a wide variety of 
sales experience with Lathem 
Time Recorder Co., Atlanta, Ga.., 
Sylvania Electric, Washington, D. 
C., and the Tampane Co., of Mari- 
etta. 

The American Pad & Textile Co 
manufactures the Tapatco line of 
sleeping bags, marine life-saving 
equipment and sports clothes 


7 


Wooster Co. Realigns 
Sales Territories 


ANNOUNCEMENT OF two changes 
in territorial representation has 
been made by James K. S8Buck- 
walter, general seles manager of 
the Wooster Rubber Co., manufac- 
turers of Rubbermaid products 

In a realignment of territories, 
William FE. Kellerman will be sales 
representative for the firm = in 
southern Illinois, Indiana and in 
Kentucky, an area formerly cov- 
ered by the Charles Baldwin Co 


22 


Kellerman was with the sales de- 
partment in Rubbermaid’s home 
office prior to his new position 

The company also announced 
that William F. Coulter, assistant 
houseware manager will 
cover the territory formerly trav- 
elled by the Charles A. Wheat Co. 
of Memphis,’ which _ includes 
Louisiana western Tennessee, Ar- 
kansas, Alabama and Mississippi 
Coulter will be located in New Or- 
leans; Kellerman, in Louisville, 
Kentucky. 


sales 


+ 


Gossett Associates to 
Represent Permite Co. 


T. F. Gossett Associates of Bir- 
mingham has been appointed to 
represent Aluminum Industries, 
Inc. of Cincinnati on its line of 
Permite Aluminum paints and 
varnishes, according to an an- 
nouncement from R. Wain Bow- 
man, director of sales of the com- 
pany’s paint and varnish division 
Gossett will cover Alabama, Geor- 
gia, Mississippi, Tennessee and 
western Florida. 

The Gossett firm opened in 1946 
Prior to that time T. F. Gossett 
was connected with the Birming- 
ham Paint & Glass Co. as sales- 
man, and the DeSoto Paint and 
Varnish Co. in Memphis as terri- 
torial representative. 

R. B. McQueen who is in charge 


(Continued from page 20) 


of the Atlanta office of T. F. Gos- 
sett Associates will represent Per- 
mite in the eastern half of the 
territory 

* 


Rubberset Appoints 
Field Sales Manager 


STANLEY H. BRITTEN of West- 
field, N. J., has been appointed to 
the post of field sales manager of 
the Rubberset Co., Newark, N. J.., 
manufacturers of paint brushes, 


Stanley H. Britten 


rollers, and shaving brushes. The 
company is a subsidiary of Bristol- 
Myers. 

Previously, Britten was eastern 
division manager for Rubberset, a 
post he has held since 1950 


Waco Hardware Company Recovers from Tornado 


AccorDING TO Waco, Texas 
bankers, the largest single eco- 
nomic recovery made in that area 
of any business smashed in the $50 
million storm last May 11, is that 
of the Waco Hardware Co., which 
has begun wholesaling hardware, 
auto accessories, and furniture, as 
successor to the liquidated Higgin 
botham Hardware Co. of that city 

President of the firm is Joseph 
W. Barnes, formerly general man- 
ager for Higginbotham from 1945 
until the tornado ended that opera 
tion. Barnes, fighting heavy odds, 
lined up almost $450,000 in new 
capital to clear the wreckage and 


resume business operations. Barnes 
said the new company had $312,000 
in inventory on hand in_un- 
damaged portions of the two Hig- 
ginbotham buildings in Waco 

While the three-story Second 
street building was virtually un- 
damaged, contractors are now bid- 
ding on repair and remodeling of 
the heavily damaged Third street 
building 

Other officers of the new com- 
pany are Ed Schroeder, P. E 
Deming, C. C. Varnell, and Walte: 
Zacharias; vice presidents, secre 
tary and treasurer respectivels 


(Continued on page 26) 
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how BALANCE helps 
you sell more sledges 


ROVE to yourself and your customers that Warren- 

Teed sledges are in perfect balance . . . with a flick 
of the wrist. Place a sledge with the polished face down 
and give it a whirl. It spins smoothly while maintain- 
ing an upright position. That's Balance 


Men who buy and use heavy hand tools know the 
value of a sledge that strikes true every time; that does 
not mar tools on the receiving end of the blow; that 
is safer because it is balanced accurately 


Forged from special open hearth steel, Warren- 
Teed sledges are made to last. Striking faces are 
polished to a mirror-like finish, then protected with 
clear lacquer. Painted Dutch Blue to attract the quality 
buyer's attention . they stand out from the rest 


Order Warren-Teed sledges today, demonstrate 
their balance to your customers and watch them sell 
Write, if you desire more information 














Shipped with or without handles, four to a carton 
for easy handling and efficient storing. Fully pro 
tected from scuffing and scratches 


WARREN TOOL CORPORATION 


General Offices Warren, Ohio 


Export Division 30 Church St., New York 7, N. } 





P 4...0f “you can't please everybody, 
so we'll go on trying 
to satisfy you" 


i. UPON A TIME an inventor devised a mop wringer pail that 
dry-wrung a mop with the touch of a toe. 


It had no springs or mechanisms to get out of order. It wouldn't tip, 
and allowed plenty of room for the mop. Its simple one-foot opera- 
tion kept housewives’ hands out of dirty mop water. 


Then Mr. Inventor took hi iasterpiece to a leading metalware 
manufacturer, hat’s ‘s. We . .ade it light enough for a housewife 
and strong enough for a janitor. (All parts are hot-dipped galva- 
nized.) And we gave it hard maple rollers capped with steel ferrules. 
Then we advertised it nationally. It won the Good Housekeeping 
Seal of Approval... and the acclaim of dealers and their customers 
everywhere, 
All except manicurists. We're sorry, for their sake, that De Luxe 


Mop Wringer Pails are so kind to fingernails. 


MORAL: Save your customers’ manicures and build volume. Order 
De Luxe Mop Wringer Pails from your jobber today! 





SCHLUETER MFG. CO. 
ST. LOUIS 7, MO, 


tT) a ’ 
vy are, F) _ Heuschooping 
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#5916 


SLIDING DOOR HARDWARE SET 


PACKAGED COMPLETE 


Jobbers and dealers who handle 
the Coburn #5916 Sliding Door 
Hardware Set are unanimous in 
praise of the fast-selling advan 
tages it gives them. 


They'll tell you this one-package 
set is easy to stock and handle... 
no searching for missing parts... 
no troublesome boxing problems. 
Plenty of sales appeal, too, be 
cause its convenient package and 


attractive price go over big with 
economy-minded buyers 


The #5916 
package contains the following: 
Two 1348-9 Hangers with Bolts 
... three #701-9 Brackets . . 
#30-9 End Inserts... 
screws, |,’ 


complete* Coburn 


two 
three lag 
*x 2”. For additional in 
formation write to Coburn Sales 
and Engineering, 56 Sterling St., 
Clinton, Mass 

*Track not included in Package 


THE COLORADO FUEL AND IRON CORPORATION—Denver ond Oaklend 
WICKWIRE SPENCER STEEL DIVISION—Atlenta - Boston + Buffele 
Chicage - Detroit - New Orleans - New York - Philadelphia 


COBURN PRODUCTS 
CF 


Curved Track 


Straight Track 


1983 
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INDUSTRY NEWS 


Carlson Named Delta 
Regional Manager 


HUBERT R. CARLSON, Oklahoma 
City, Oklahoma, has 
pointed regional zone manager of 
the southern division of Rockwell 
Mfg. Co.’s Delta Power Too] di- 
vision. The announcement was 
made by E, W. Ristau, vice-pres- 
ident in charge of Delta sales 


been ap- 


Hubert R. Carison 


umed the post Oc 
tober 1 with headquarters in the 
Atlanta, Georgia, offices of Rock 
Meter & Valve division 

joining Rockwell, Carl 


Carlson a 


well’ 

Before 
son operated his own company 
Carlson Saw & Equipment Co. in 
Oklahoma City for 12 years. Carl- 
son graduated from Kansas City 
School of law in 1930 with an 
LLB degree 


¢ 


Spicola Hardware Co. 
Elects New Officers 


AT A MEETING of the board of di- 
rectors recently, the Spicola Hard- 
ware Co, of Tampa, Florida named 
the following new officers: Charles 
G. Spicola, president & general 
manager; G. C. “Tom” Spicola, 
Jr., first vice president; Joseph G 
Spicola, second vice president; and 
Angelo G. Spicola, secretary and 
treasurer 

Charles succeeds his father, G, C. 
Spicola Sr. who died last March 

Other company officers are: 
Joseph A. Bua, general sales man- 


26 


age! Mi 
managel 


Mary Galan, credit 
and Frank Filocco, man- 


ager of purchases 


a 


Death of Frank E. Smith, 
Former Dietz Salesman 


FRANK E SMITH, long-time 
southern representative of the R 
E. Dietz Co., died at his home in 
Kewanee, Illinois on November 15 
He had been in ill health and con- 
fined to his home for many months 

‘He was for over 50 years one 
of our most respected and beloved 
Arthur W. Carr 
vice-president, “and had 


associates,” says 
Dietz 
traveled the southern territory fot 
many yeal * He had long been an 
active member of the Old Guard 
and was chairman of the executive 
committee of that organization at 
the time he 


tion with Diet ome three veal 


retired from his po 


L. W. Reynolds Represents 
Portable Electric Tools 


LEWIS W 
become established as a manufac- 
ture! repre r\ with office 
in Atlant G ‘ ortable Elec- 
tric Tool Inc of Chicago The 
tate of Geor Alabama, and 
Mississippi are included in the re 


will cove I 


REYNOLDS has recentls 


gion Reynold 

A native of Birmingham 
nold ha lived in Atlanta 
past 12 vear 


Lewis W. Reynolds 


(Continued from page 22) 


Loeber New Nesco Sales 
Promotion Manager 


AS A PART OF a program to 
strengthen the company’s market- 
ing operations, H. Henry Martens, 
general sales manager of Nesco, 
Inc., has announced the promotion 
of William B. Loeber to the post 
of sale promotion manager 
Loeber will continue to handle the 
company’s premium sale 
tions 


promo- 


WOrkK 
Freund 
creating 
throug! 
new ale promotio! 
planned to help Ne 
itors and dealer in 
competitive elling perlo 
lie ahead 
Loeber’ 
the company 


Milwaukee 


headquarters will be 


executive offices In 


. 


Hanson Scale Co. 
Moves Plant Site 


COMPLETION OF a new plant at 
Northbrook, Ill, will make the 
Hanson Scale Co. one of the larg- 
est factories in the United States 
devoted exclusively to the manu- 
facture of spring scales. The new 
building is equipped with the 
latest production equipment and is 
located upon a plot of 
land with ample space for the ex- 

(Continued on page 43) 


20-acre 
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cut easiest” | 


W. George Anderson of Riverside (IIL) Hardware test cut 
four well-known brands of single-strength window glass. 
He didn’t know the brands —they were just marked 4, B, 
C or D. He ran several cuts. Every time he picked Brand 
"was L-O-F. 

28 out of the 30 dealers who took this test, picked 
L-O-F! 


L-O-F Window Glass is easier to cut into big pieces or 


C as easiest to cut. “°C 


little pieces. It’s easier to cut into angled or curved pieces. 
You can even cut off narrow strips with a light, easy stroke. 

L-O-F cuts easier because it is annealed more slowly, 
~ it's a saler 


more patiently. That makes it less brittle 


buy for your customers, too, 


“Brand C 


i 


| 
; 


says dealer 


- 
i 
) 
) 
! 
! 
) 
) 
) 
I 
| 
| 
| 
| 
l 
| 
| 
| 
{ 
| 
L 


TRY THE “BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 
waste and more profit with L-Ovk, 

Ld 


local businessmen are 


Call your nearest Distributor. 


Dhese 


Glass 


listed under 
in the vellow pages of phone books 
in many principal cities throughout the 
country. And send for vour free booklet 
“For Greater Profits in Window Glass” 
Write Libbey ‘Owens:Ford Glass Com- 
pany, 71123 Nicholas Building, Toledo 3, 


PHS LIBBEY-OWENS-FORD tie casy-to-cuc WINDOW GLASS 
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Everybody 
eeds nails. 


DISPLAY THEM WHERE 
THEY'LL BE SEEN.... 


DIXISTEEL NAILS 
ARE MADE TO SELL 


Dixisteer Nails have maxi- 

mum strength and greater 

bend resistance. Heads are 

accurately centered, won't fly off. 

Points are clean cut and sharp— 

penetrate easier. That’s why they 
sell better. 

Full range of sizes and finishes 
available. 


LEAD HEAD NAILS 


The Dixisteet Lead Head 
Nail is the ideal roofing 
nail to sell. It builds cus- 
tomer satisfaction; builds 
profits for you. 

The Dixisteet Lead Head Nail 
never loses its head! It won't fly off 
when driven or as a result of con- 
traction or expansion of the roefing. 

Order from your wholesaler now. 
Free samples on request! 


panric 


ana” 


You may be letting extra profits slip by because 
you are keeping your nails where customers 
can’t see them. 

Put some cartons of Dixisteet Wire Nails 
and Brads out where your customers can see 
them and they will buy them on the spot. 

The red, yellow and black DixisTeer pack- 
ages are real eye-catchers—natural reminders 
to buy. 

Order a supply of Dixisreet Wire Nails and 
Brads from your wholesaler and watch your 


profits grow! 


DIXASTEER 


ATLANTIC STEEL COMPANY 
ATLANTA, GEORGIA 
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HARDWARE 1953 


By William B. Brown 


Outdoor Shop” 
attracts those sportsmen 


he LOWING A heavy consumer de- 
mand for more housewares and 
appliances on their main selling 
floor Yon’s Hardware Co., the 
oldest in Tallahassee, Florida, re 
cently completed an expansion 
program which provides 3,000 
quare feet of additional space 
And now toys and sporting good 
are featured exclusively in an en 
tirely separate but adjacent store 
which Owner David P. Yon ha 
dubbed the outdoor shop 

The new shop, situated directly 


ale : fool! Former! Nn ‘ 1ioor Wa comple ted the week To 
floor was cramped with ho lowing Christmas of last vear. Re 


back of the warehouse chute sec 


ware and mall and lat i ilt were immediate Total sal 
tion belonging to the main hard ‘ 


phance me whicl Wel volume climbed 20 percent during 
ware store, faces pedestrian traf placed in the aisk Havin; the month of January. Since the 
fic on an adjacent side treet pace formerly occupied b OV ofits from the outdoo hop al 
and porting good available ‘ have increased teudil wcordl 


] made for acon iderab!l mie ce ¢ ! i Yor 


wavy between the large store and 


There is no inside connecting door 


fortable and attractive to 


rhe reorganizatior 


the outdoor hop, but contact | 
maintained through an inter-com 
munication system 

“Despite the combination 
these relatively bad busine 


tol buvin activity _ tn new 4 - , “ery & 
shop is. brisk ays Yon It op SE he oe 
erates virtually like a_ separate : See ae 
tore with its own merchandising . ? : : 
plans and advertising program 
and evidently ause of tni 
ha been a ighly l ful oF 
ion in it 

By coordinating sales of sport 
good and toy mia eparate ie 
partment, 400 square feet of space 


were made ava lable on the mai 


Yon's outdoor shop, with sep- 
arate display windows for toys 
and sporting goods is kept well- 
lighted at night as a further 
means of attracting attention 





Sales made in both toy and sport- 
ing goods departments are com- 
pleted at this service counter 
in the center. David Yon looks on 
as salesman serves youngster 


hops, with two separate fronts, 
the toy and sporting goods depart- 
ments, in turn, are separately 
identified, since both have their 
own entrance and main display 
window. When the move was 
made, the dividing wall between 
the two was torn down by store 
employees who also did most of 
the carpentry and decorating in 
the shop. They built open wall 
shelving and displays for toys and 
numerous sporting goods fixtures 
as well. The cost of decorating the 
eparate departments was approxi 
mately $300 

In the sporting goods section, a 
complete line of marine hardware 
is displayed along with a large 
election of outboard motors, boats 
and trailers, and fishing tackle 
and accessories. On the opposite 
ide. year-round toys are tied in 
with hobby supplies, lawn furni 
ture and playground equipment 

Neat and effective displays on 
beth sides of the outdoor shop tend 
to encourage customer self-service 
The toy shop, like the sporting 
goods shop, groups its stock in re- 
lated sections—small toys and 
games in one section, large toys in 
another, and wheel goods in still 
another 

All merchandise in the sporting 
goods section is clearly marked, a 
factor which has brought about a 
notable amount of self-service. As 
a result, this fairly large depart- 
ment operates efficiently with but 
one salesman. 

Since traffic passing on the side 
street is not heavy, a consistent 
advertising campaign is needed to 
keep sales volume high. As a re- 
sult more than half of the cus 
tomers entering the store during 
the week have been pre-sold on a 
particular piece of merchandise 
Yon said. “We estimate the num 
ber at more than 500 persons a 
week,” he added 


(Continued on page 43) 


Outdoor shop provides proper 
display spot for lawn furniture, 
center photo, and playground 
equipment. In addition to com- 
plete line of sporting goods, 
this department also carries 
wide range of marine hardware 
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A well-organized incentive plan 

will stimulate more aggressive 

and effective sales effort on 

much of the merchandise sold 

in the hardware trade, such as 

specialty lines which respond 
to intelligent sales effort 


By T. W. McAllister 


More Sales at Less Expense 


No. 2: Varied Incentive Plans 


Lo | 

narily rue, also, of major ap 
pliance alesmen. Even. the ale 
people mn department tore me 
cialty stores and catal house re 


tail stores usually have their com 


pensation geared in some way to 


individual sales 

Incentive plans still have not 
made any great headway in the 
hardware trade for several rea 
sons. One i the conservatism 
which is characteristic of this line 
of trade. Since there are relatively 
few changes from year to year in 
the more important lines of met 
chandise handled, there seems t: 
be a rather general aversion to 
changes in business methods and 
policies. But a more important rea 
son, no doubt, is the fact that in 
the typical hardware store the 
sales people usually have many 
duties other than selling. Much of 





neglect of the cu \ 

maller purchase $2,000 ) mi lor " 
timulate infrien al ex of that quota, 
thre al re , t} couse a { le on $2,000 





With a new business year approaching there 
is no time like the present for studying 
incentives plans that might be put into 
effect for employees. To help in the prob- 
lem, the accompanying article describes 
several incentive arrangements that have 
been used successfully by Southern dealers 
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volume a month would be 10%; 
but on volume in excess of that 
amount would be only 5°-. Sales in 
excess of the quota would 
compensation for the 
alesman and lower selling ex- 
pense for the employer 
Incentive plans in the 
hardware trade sometimes 
only specialty lines, such as major 
appliances—on the theory that the 
sale of staple hardware is little 
than a package-wrapping 
change-making proposition, and 
that it is only on specialty item 
that real selling effort is involved 
In such case additional compensa 


mean 


additional 


retail 
covel 


more 


tion, such as a commission of pet 
offered on sales of the 
should 


people a real incen 


haps 5%o, 1 
pecialty line or lines. Thi 
give the sale 
tudy the construction, uses 
uch line 


tive to 
and sales features of 
A Virginia dealer (Cherrydale 
Hardware Co., Arlington) has an 
incentive plan which, it is claimed 
has resulted in a substantial in 
crease in sales with a correspond- 
ing decrease in the ratio of selling 
Under this plan 
each employee is given a monthly 
ales quota based on his individual 
salary. On sales exceeding his 
quota a salesman who has 
with the company for one year o1 
receives a 5 
with less 
receive a 


expense to sales 


been 


commission 
than one year's 
commission of 


more 
Those 
ervice 
3° on volume in excess of quota 
In this case the owner of the 
business that selling ex 
pense should if possible be held 
down to not more than 8°% of sales 
Accordingly, the schedule of sale 
quotas was worked out so that each 
monthly quota is 12% 
In other 
salesman 


decided 


salesman’s 
times his monthly salary 
words, a $200-a-month 
would have a monthly 
$2500 and would 
mission on all sales in excess of 
that figure each month 

Under such a plan, of course, the 
percentage of selling expense 
(ratio of total compensation of sales 
people to total volume) would 
automatically be reduced as total 
ales exceed the total of individual 
quotas. Accordingly, the dealer is 
always glad to have the opportun 
ity of making the incentive pay 
ments to his sales people 

Incentive plans in the 
hardware trade frequently are 
based not on individual perform 
ance but on the store’s gross vol 
ume or net profit for the year; and 
the total amount then set aside for 
bonuses or additional compensa 
divided among all em- 
ployees, perhaps in proportion to 


quota of 


receive a com 


retail 


tion is 


32 


individual salaries. Such a plan 
while it might not provide as much 
incentive for individual effort, 
hould prevent unfriendly rivalry 
and stimulate a spirit of teamwork 
in an organization, Also, of course 
workers o1 
employee the 


it would give office 
other non-selling 
opportunity of sharing in the 
bonus payments 

A long-established Tennessee 
firm (McGee-Ross Hardware Co., 
Jackson) developed a plan of this 
kind which, it is 
quite successful in building team 
work and stimulating Each 


the company sets up a sales 


said, has been 
ales 
Veal 
base” for each month of the year 
ahead, take 
total expenses; it is 
based on the expenses for the past 
year and an analysis of 
month for the 


veal 


adequate to care of 


anticipated 


ales by 
preceding three 
All employees are then in 
formed as to the sales “base for 
each month of the year ahead, also 
the fact that the company will set 


aside 127 of gross margin on all 
ales in excess of the “base 


used in paying em 


each 
month to be 
ployee bonuses 

The amount paid to various em 

with 
which 
each one 


ployees are in accordance 
their 


means 


individual salaries 
that the amount 
pretty much In propo! 
ability and length of 
alaries are based on 


receives 1 
tion to 
ervice ince 
these factors. The bonuses are paid 
quarterly; for this has been found 
to provide more incentive to the 
than a year-end bonus, 
ince it gives them more frequent 
opportunity of drawing down ad 
ditional compensation 

A Texas dealer has an 
whereby all employees re- 


employee 


unusual 
plan 
ceive bonus payments in each yeal 
in which the firm’s total sales ex- 
ceed the sales of the preceding 
yeal Under this plan 
ployee who has been with the firm 
for a full year has his total com 
(Continued on page 44) 


each em- 





FOLLOWING publication of the 
first article, “More Sales at Less 
Expense’ which appeared in the 
September issue of SOUTHERN 
HARDWARE, a letter from R. W 
Daly, a partner in the Daly 
Hardware store, Irondale, Ala 
bama, described the successful 
incentive plan used in his busi- 
This plan which is out- 
lined below, 1s_ particularily 
noteworthy for it provides good 
incentive al 


‘vidence that an 
rangement need not be confined 
to the larger stores. As the Daly 
plan aptly illustrates, 
with annual volumes of less than 
$100,000 also can have effective 
incentive arrangements 

Excerpts from Mr. Daly's let 
ter follow 

“My brother and I purchased 
a hardware which had 
been in operation for many 
vears but whose annual volume 
was only around $12,000. When 
we first took nine years 
ago we placed the manager on a 
flat salary plus one percent of 
total sales. In addition to thei 
regular monthly em- 
ployees received one half of one 
above 


stores 


store 


ovel 


salaries, 


percent on. all sales 





Alabama Dealer Describes Another 
Highly Successful Incentive Plan 


$2,000. We figured it would take 
the profit from the first $2,000 
to enable us to break even 
“Our employees and manage! 
are paid the commission as soon 
after the first of the month as 
usually around the 
We feel that this 
wonderful be 
have built up our 
sales to a high of $68,000 an 
nually. We have the same man 
have a 
unless 


possible, 
first o1 
plan has 
cause Wwe 


econd 


been 


ager and very seldom 


change in’ employees 
they move away 

“We give the manager and 
each employee at Christmas 
$10.00 for each year of service 
Our store has shown a nice 
profit every year and we con- 
tinue to grow. If more people 
and firms would share a small 
part of their profits with thei 
employees just think of the 
millions of dollars which would 
go back into the purchase of 
goods and services to make all 
of us even more successful and 
happy 

“After all, 
are not satisfied and happy, how 
can we expect them to be good 


alespeople?”’ 


if our employees 
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Despite a small town location 
this dealer's merchandising ac- 
tivities have made floor cov- 
erings a leading volume line 


By C. Thomas 


Winning added profits from 


A METROPOLITAN location is not 
essential to volume sales of 
floor coverings. Sam Peoples, man 
ager of E. M. Peoples & Sons Hard 
ware store in Rockdale, Texas, i: 
proving that floor coverings can 
be an important source of profit 


even in a town of no more than to the company 


2,300 population sufficient space for 
“Two years ago we didn't handle ing, and the company decided to 
floor coverings because we didn't erect a small building for the di 


have room. Though our tore play and sale of fl 
measures 120 x 200 feet space al ‘We put up a 


Ww 


arehouse wa 


a mall build 


wr 


bt 


covering 


lulding which 


ways seemed to be needed for measured 24 x 50 feet and it solved 


other merchandise People ex our problem of how 
inp 


plained. But across an alley next ales of floor covet 


i A 
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to best handk 
Our profit 


Floor Coverings 


from this one line paid for the 
building in one year,’ Peoples said 

While escorting customers across 
the alley and into the unpre 
tentious building might seem to 
discourage ale the warehouse 
effect has been a decided advan 
tage in Peoples’ favor. In fact, 
many customers get the impression 
that they are getting merchandise 
at “warehouse prices.’ 

Peoples makes it a point to let 
customers in his trade area know 
that floor coverings are competi 
tively priced, though he does not 
use radio or newspaper adverti 
ing to tell hi tors Instead, he 
let hi day to day operation 
erve as his advertising, believing 
that satisfied customers will spread 
the word of his policy of selling 
quality merchandise at reasonable 
price 

For example, in bidding for the 

(Continued on page 51} 


Large size rolls of floor cover- 

ings, above, are kept on racks 

for easy handling. Store stocks 

the line in two price ranges. Lef?, 

customer selects wall covering 

from large inventory of colors 
and patterns 





Novel Lines Build Gift Shop 


B* PUBLICIZING and making the 


most of her own interior deco- 


rating talents, Mrs, Mary Shayne 


not only has boosted sales, but has 
successfully introduced new lines 
in the gift department which she 
manages for Americus Hardware 
Co., Americus, Georgia. 

Occupying a fairly large space 
near the rear of the store, the gift 
department is an individual shop 
in itself, surrounded by two solid 
and two glass walls, with a private 
door leading from the store into 
the shop. Painted a light pastel 
green, the department is slightly 
elevated above the store's floor 
level, with two steps leading to the 
doorway. However, despite the 
definite division, the gift depart- 
ment is promoted and operated as 
an integral part of the store 

Though Mrs. Shayne has never 
had any specific training in in 
decorating, she is widely 
known for her ability to select 
tasteful and attractive furnishings 
for both residential and com 
mercial establishments. Only re- 
redecorated the town’s 


cently she 


This Georgia hardware store houses 
a shop within a shop—for from its 
unique gift department a customer 
may buy a single wedding gift or an 
almost completely redecorated room 


new hospital and one of the large: 
local banks, selecting carpeting, 
various objects d’art, and furnish- 
ings for each. In addition, much 
of her time is spent in visiting 
homes, where she plans entire 
rooms, from floor 
draperies and slip-covers 

The needs which she creates on 
these visits can be filled in the gift 
department, even wall - to - wall 
carpeting. Slip-covers and drap- 
eries, which account for sizable 
volume in themselves, are handled 
in a simplified, though satisfactory, 
manner. After Mrs. Shayne visits a 
customer’s home, makes prope! 
measurements, and obtains permis 
sion to go ahead with the work, 
he invites the customer to the gift 


coverings to 


department, where numerous sam 
ples of material are displayed 
Once the customer has agreed on a 
pattern, a local seamstre is called 
in to do the actual work. even the 
fitting and hanging 

“Our system of carrying only 
amples of material in stock has 
a two-fold advantage,” said Mrs 
McArthur, assistant to Mrs. Shayne 
in the gift department. “First, we 
avoid having large stocks on hand 
to become soiled and dated. Sec- 
ond, by frequent ordering, we ; 
sure the customer of 
terial and stylish design 

As soon as a custome: 

pecific slip-cover or drapery 
ign, the 
mediately 


material is order 
and there 


Top, right: adver- 
tisements in local 
paper attract home- 
owners to hardware 
store for unusual in- 
terior decorating 
services. Gift shop 
accounts for large 
part of total sales 


Left: Mrs. Mary 
Shayne, right, and 
assistant, Mrs. Mc- 
Arthur, look over the 
drapery samples 
which swing from 
racks at one side of 
ornate sandstone 
mantel in the sepa- 
rate shop for gifts 


SOUTHERN HARDWARE for DECEMBER, 1953 





We Invite You to See Our 


Beautifully Decorated Windows 


— Business | Baskets. tame. 


—O— 


We Now Have 


2 Materials 


of time before it arrives in the de D 
partment. In fact, an entire job rapery 


Lo 7 
vely Samples of 
usually can be completed within 
10 days, from the time the order i 


placed until the actual work is 


ei teeta offer the least a r yY S h a 4 Nn e 


margin of profit, large volume 
sales naturally are profitable over 
a period of time. Mrs. Shayne of 
fers only quality material, carrying 
the samples of four leading manu 
facturers. This material obviously) 
is expensive and its retail price 
must be fixed to meet local means 
which tends to reduce the over-all 
profit on a drapery order 
Drapery and slip-cover sample 

occupy only a small portion of one 
corner of the gift department 
Neatly arranged on waist-high 
rods which swing in either direc 
tion, they are sufficiently large to covering especially wall-to-wall the customer is able 

give the customer a vivid idea of jobs, are handled by an experi the selected pattern 

their folding qualities, pattern de enced installation man from a for proper color blending 

















sign, and overall appearance. This nearby town. Thus, the custome: paper, carpeting, draperic and 
stimulates sales is assured of expert work on any lip-covers. In this way, she is a 
Rugs and carpeting, which also type of floor covering ured of correct decorating before 
account for sizable volume, are In addition to floor covering any part of it is even begun 
handled from samples also. When lip-covers and draperi« the gift In addition to these more ex 
the customer selects a pattern, the department also ha numerou pensive decorating line the gift 
covering is ordered from the man wallpape1 ample book from department has extensive stocks 
ufacturer. In many instances, car which the customer may select of lam} gift iten and variou 
peting is installed by the store’s pattern Should an ver-all re decorative items for the home 
personnel, but the more expensive decorating » | ontemplated Quality china is carried in a dozen 
patter: On the waist-high count 
er which surrounds three walls of 
the shop, as well as on island di 
play are numerou novel item 


l ts d'a 


oboe irt 


ole rangin in price 
from inexpensive item to the 
most costly vet each item 
elected individually after careful 
consideration of local demand 
Thu regardl } 
item is unique 

out Mi Shayne 

Viding the ( 


(Continue 


Pyramid displays of various gift 
and home items are attractively 
arranged to allow a clear view 
of all gift lines. Price range on 
items is wide, but each gift ob- 
ject is unique, says Mrs. Shayne 
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By William Bottenhorn 


[T° THE TOWN of Cynthiana, Ken- 
tucky, 
of the Redd Hardware Co., 
across some startling statistics one 
day. Eighty-five percent of the 
shopping done in that town of 
5,000, he discovered, was done en 
tirely by the women 

And Skidmore, whose store had 
formerly made little effort to at 
tract the lady-of-the-house, re 
solved to correct the situation 

He did it with a gift department 
which today is giving jewelry and 
variety stores in that area stiff 
competition for gift business, The 
department is four years old now 
and to meet the anticipated 1952 
fall season demand for gift mer 
chandise, Skidmore added to his 
inventory an assortment of milk 
glass items valued at $1,275. This 
is some indication of the attraction 
that the gift department now holds 
for Cynthiana ladies 

The innovation of a gift depart 
ment has meant extra work, but 
also added enjoyment for Skid 
who regularly visits gift 


came 


more, 


ware shows and spends much time 
looking over the various lines. Thi 
method of buying has enabled him 


36 


Cecil Skidmore, manager 













Dont Neglect the Ladi 


+. @ gift department brings ‘em in 




























Piate glass wall 
shelves enhance dis- 
tinctive quality of 
gifts on display. 
Trade names of most 
items displayed are 
well known 





les 








Above, a customer scans a prepared price list to determine the total cost 
of a number of desired pieces of a dinner ware set 


to keep abreast of the times, and 
customers of merchan 
dise that is in keeping with that 
offered by big-city department 
tores and gift which by 
thei certain 
amount of competition 

An appealing feature in selling 


assures his 


shops, 


closeness, offer a 
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gifts, according to Skidmore 

that this merchandise frequently 
sells itself. A gummed price tag is 
attached to the bottom of each item 
at Redd Hardware Co. This has a 
double advantage. The custome! 
not only must handle the item to 

(Continued on page 52) 





















Hardware prices slashed under 
Chain Grocery Premium Plan 


ee STORES, a giant chain 
grocery organization operating 
retail stores in seven Southeastern 
currently is offering cus- 
tomers an opportunity to buy 
numerous hardware products at 
prices which, in many 
are less than a hardware retailer's 


states, 


instances, 


invoice costs 

The inducement, known as 
Colonial Stores’ “Sav - A - Tape” 
plan, offers as premiums many 
hardware products, some carrying 
well-known _ trade 
sharply reduced 
prices usually 
more than from 60 to 70 percent of 
the normal retail price, and in a 
even less. All fully 
organization 


names, at 
These 


appear to be no 


prices 


few cases 
guaranteed by the 
the premiums are available to cus 
tomers in the company’s stores in 
Virginia, North Carolina, South 
Carolina, Georgia, Tennessee, 
Florida and Alabama 

Here’s how the “Sav-A-Tape’ 
plan works. Cash register receipts 
are given to Colonial Stores’ cus- 
tomers with all grocery purchases 
These tapes, according to the rules 
of the plan, must be saved for use 
in purchasing the merchandise of- 
fered as premiums. When. the 
saved tapes total $15 to $50 the 
customer is entitled to purchase 
premiums at prices substantially 
below the normal retail prices 
The premiums—more than a hun 
dred in number—are pictured in a 
catalog which also gives the usual 
retail prices of the premiums in 
comparison with the reduced 
prices available to customers 

In the automatic 
percolator with a stated normal re- 
tail value of $14.95, for example, is 
offered for $8.90 to customers who 
have saved tapes totaling $25.00 
With tapes totaling $15.00, a cus 
tomer can purchase for $3.90 a 
picnic jug usually sold at retail for 
$5.89. Prices of many other prod- 
ucts frequently carried by hard- 
ware retailers are reduced similar- 
ly 


catalog, an 


An explanation of the plan given 
in the premium catalog advertise 
that customers will be *‘ 
to one half the normal retail price 

In other words, customers can 
buy from Colonial Stores 
hardware products at 
than the retailer pays his whole 
saler for these same products 

When a saved 
tapes totaling the required amount 
she may order a premium merely 
by telling the store manager what 
he wants and by giving him the 
aved tapes. According to informa 
tion given in the premium catalog 
premiums will be delivered to the 
from “local 
points” and may be picked up by 
who then pays the 
listed in the 


aving up 


many 


prices le 


customer ha 


store warehouse 
the custome: 
reduced cash price 
catalog 


Hardware dealers examining the 


CZ 


a. 


catalog will find hsted at reduced 
following types of prod 
own 


prices the 
icts carried in then stores 
roaste! automatic 
aluminum griddle, pop-up toaster 
broiler, waffle tron, electric mix 
ers, wall can opener, cannister sets 
bread box, alum 
aluminum cook 
wall ice crusher, 
steam irons, fish 


oven {iryer, 


tep-on disposal 
killet et 
china 


mull 
ing Ware 
upplie 
bathroom 


picnk 
elec 
powell tool set floor 
clocks, and a 
number of other item 


ing tackle scales. 
fan-heater 
polisher, electri 
retailers handling 
these same products protest that 
their competitive position is seri 
ously threatened, for if the premi 
um plar hould 
chain stor ganizations it would 
be impossib to maintain tradi 
tional mars of profit. Yet, un 


Inde pe ndent 


spread to other 








Catalog Item 


Page 

2. Pressure Cooker 
Electric Hand Mixer 
Wall Can Opener 
Electric Blender 
Electric Knife Sharpener 
Enamel Bread Box 
Step-on Disposal 

17. Fold-away Card Table 

18. Picnic Jug 

18. 

21. Steam tron 

21. troning Board 

25. Hair Cutting Set 

28. Home Hair Dryer 

30. Electric Floor Polisher 





Colonial 
Stores Price 
(under plan) 


Colonial Stores "Sav-A-Tape" Plan 


Some of the hardware products offered and comparative prices 


Approx. 
Cost to 
Hdw. Retailer 


Usual Retail 
Selling Price 


8.90 9.97 14.95 
10.90 11.57 16.95 
1.40 1.66 2.49 
24.90 27.27 39.95 
8.90 9.97 14.95 
3.60 3.99 5.98 
3.60 3.99 5.98 
4.30 4.40 5.95 
1.90 2.20 3.29 
3.90 3.95 5.89 
13.30 19.95 
12.95 
10.95 


12.50 
7.90 8.63 
7.90 7.30 
3.90 4.65 6.95 

33.90 29.97 49.95 
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less such margins can be main- 
tained, independent retailers emn- 
phasize that it would, in turn, be 
impossible to meet their costs of 
doing busine 

For some dealers, sales volume 
on certain products being offered 
in the premium plan has been 
seriously affected. One prominent 
hardware retailer reports that in 
his store “the small appliance 
business is: dead.” 

Another, pointing to his house 
ware tated that sales of 
housewares and small electrical 
appliances have “dried up.’ 

No matter how low I cut price 


ection, 


I could not ell one 


at any price, tor 


now,” he said, 
of these product 
the die ha been cast 
now look to the chain furni 
this merchandise—at low price 
In view of the low price 
by Colonial Stores—price 
below the 


Custome! 


quoted 
which 
in many instance are 
retaile invoice cost it Is a 
umed that thi 
been bought direct from the manu 
facturers. As a means of attracting 
in the high 
ly-competitive urban grocery mat 
ket Colonial Stores, in turn, ap 
parently offers this merchandise to 


? 


merchandise Na 


and holding custome! 


custome! at actual invoice co 


Added Profits from Sales of 
Replacement Heater Grates 


If YOU'RE IN an area where gas 
heaters are in constant use, there 
is profit to be made in selling re 
placement grates. At least that has 
been the experience of Matthews 
Hardware Co., Pine Bluff, Arkan 
as, which sold about 3600 grates 
or parts of grates last year, ac 
cording to W. L. Matthews, found 
er of the company 

“We sell replacements primarily 
because we keep sufficient stock 
on hand, even right through the 
ummer,’ Matthews explains, “and 
by reminding people that here i 
the place to come for grate re 
placement 

The company has about $1,000 
worth of grates in stock at all 
times, with the figure running a 
little higher in the early fall 
Grates are featured in a small 
eparate section in an Inconspicu 
ous area of the store. The section 
actually displays between 150 and 
200 different grate units 

The company stocks grates not 
only for the heaters it sells but for 
every line sold anywhere in the 
area. Thus, indirectly, the grate 
service brings people who perhaps 
ordinarily buy elsewhere to the 
Matthews store, and that means 
additional hardware business in 
other lines 

A sample of every grate section 
in stock is displayed along wall 
shelves 

It is unnecessary for a gas heater 
owner to buy a complete new 
grate when only a section or two 
of his grate is broken. He simply 
brings the broken piece to the 
Matthews store (if he does not 
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know for ire what size or style 

grate his heater use and select 

his replacement from the 

or if he is uncertain, a 

familiar with the 

sists him. It is largel 

howeve! 

All grate unit 

priced, to make it easy for 

tomer. Prices for grate pi ! 

from 35 cents to 65 cents, with 

course, more for complete 
the compan 


plus the transportation expense 
involved 

Independent retailers find it dif- 
ficult to believe that manufactur 
ers of well-known, trade-marked 
merchandise would knowingly as 
sist in disrupting the orderly dis- 
tribution of these products through 
their stores. which, in the past 
have been all-important outlets for 
these products 

Consequently, a reasonable as 
umption is that even if any such 
premium plan _ initially offers 
tandard merchandise, ultimately 
it will include only little-known 


no-name products 


modest amount of advertising 
featuring its replacement grates, 
but sales come mainly through 
suggestion by salesmen in various 
store departments. And a special 
emphasis is placed on this sugges 
tion program during early fail 
when it is time to clean up the gas 
heater and prepare it for winter 
use 

“At little extra cost, through 
uggestion and just a little adver 
tising, we have established the 
tore as grate headquarters,” Mat 
thews pointed out. “Now the busi 
ness comes mainly from customers 
who have bought grates before or 
from their friends whom they 
have told about our grate replace 


ment ervice 
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e 75% of merchandise within customer's reach 
e 25% increase in sales in six months 


Here's one dealer who is 


Sold on Self-Service 


aE Aees CLEGEED 5S percent women By Stuart Covington 

‘ ix montl after the Young 

Hardware Co ru Mi Wa 

remodeled t ncoul ! 

elf-service town hardware store is a n rn 
Within a week after the “new elf 
tore was opened to the public, the ble 


ervice establishment. A dou 
row of fluorescent lights pre 
pick-up In purchases was apparent vide ample illumination for view 
and accordit to H. D. Young ing the merchandise on the new 
Owner, 5 are still on the up island display. Four, full-length 
grade. Tl ore was rebuilt from backles how windows afford an 
the ground uj it did not change unimpeded view of the store n 
location ! le it doors while 
doing ) nstruction wa pel 
formed without interrupting bu Bright at Night 
ne 


terior 


In planni for his new store We keep all our lights burning 
which wa ympleted last January at night Young said, “and pa 
Young followed imple formula ing motorists and pedestrians are 
He “cr F ore where cu able to see through to the back of 
tomers a! » see and handk the store with little effort.” Young 
as much merchandise as possible believes that this “nighttime shop 
‘Now,’ xplai Young, “mors ping” is partly responsible for 
than 75 percent of our merchan the upward trend of his sales 
dise can be reached by the cu Sales to women and rural cus 
tome! tomers have shown a particularly 
The resi that thi mall noticeable increase since the new 
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consideration customers buying laughtering, the demand for the An equally important benefit de- 
habits, sight sale possibilities, re- locker paper sold in this depart rived from the new store has beer 
lated items and other factor ment has shown a steady increast 1 substantial reduction in insur 
which could help increase volume Sales in other departments have ance rates. “Our rates for the new 
On the left side of the store Young been stimulated as a result building have been cut approx! 
placed a small but attractive gift Young has placed the paper mately $45 per $1000,” revealed 
department. Adjoining this is a goods counter close to the sporting Young. He explained that the re 
pyramid counter of low-price glass goods department. Consequently, a duction had been due principally 
and chinaware, and immediately sale of fishing tackle may likewis« to the brick and concrete construc 
beyond this a housewares counter result in a sale of paper plates and tion of the new building and the 
Beyond, are paints and builders’ napkins to an angler who is plan 13-inch outside wall which sub 
hardware ning an all-day fishing trip. Re stantially reduces fire hazard to 

Located on the opposite side of lated selling of this sort is partially the store, besides giving a neate! 
the store are a toy counter with responsible for the store’s increa more modern front to the new 
wheel goods and an assortment of ing volume building 


YOUNG 1! “OMPAN 


APPLIAN Ce 


> 


ee 


games, etc., for all age groups. Be Above, exterior view of the Below, Owner H. D. Young, left, 

store which was completely re- makes a sale at the store's 

“heavy” hardware built last year, although busi- paper counter, which is located 
oe : : ness continued uninterrupted near the entrance to the store 
Coincidental with the opening of 


the new Young store was the 
establishment of an entirely new 
department which is probably the 
only one of its kind in the Bruce 
area. This was a paper goods de 
partment which carries, among 
other items, a complete stock of 
locker paper, toilet tissue, paper 
plates and napkins, paper shelving, 
paper towels, waxed paper, wrap 
ping paper and tissue paper 


yond this is an assortment of 


Paper Goods Department 


The paper goods section is lo 
cated at the front of the store. Ac 
cording to Young it has enjoyed a 
good patronage from the begin 
ning, and has proved its worth as 
a traffic builder. Because the 
store has a large number of rural 
customers who do their own 
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Chain on the Farm 


@ There’s lots of chain used on the farm . . . and by subur- 
banites, too. Here you see illustrated some of the chains 
that sell every day. There are many more, but these are the 
i ones that you should carry now to meet the needs of your 
customers. A few bags of each on counters here and there snc pos 
in your store will make sales for you. CHAINS 
Check your stock right now. Then order them from your 
AMERICAN CHAIN wholesaler who will give you prompt 
NO. 516 service on whatever you need. 
UTILITY CHAIN 


} ( Nigeniaas Ses SIT 
ie : 


| Sos 8s 
ta 
A * Rete sist tee) 


@ These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- 
nished with a swivel every 10 feet. Bright or zinc plated Acco 
finish. Packed one chain in a strong cloth bag LOG CHAINS 


NO. 22 
SLIP HOOK 


American Pattern with ring or hook as desired. Rings 
are 134” inside diameter and made from material 1/16” 


Ld 


heavier than material in chain links. Lengths—6!4’, 7’, 

714’ in Regular; 7’ 714’, 8’ in Heavy. Packed six pairs 

of one size in a strong cloth bag. mane 

Ger this FREE + / cow Tet 
NO. 41 “Fingertip Facts about Hardware Chains” 


GRAB HOOK Contains useful information for all 
hardware people. Write today. 


AMERICAN CHAIN DIVISION American 
WITTE TU aa Chain 


ork, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Corin 
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Zasy los [7/ 


Richards -Wilcox Ball Bearing 
Hangers and Lock Joint 


Trolley Track 


Any door that slides, slides easier and 
smoother with Richards- Wilcox door hardware. 
It’s designed for safe, silent operation of sliding 
doors in barns, industrial and commercial doors 
and interior vanishing doors in homes. 

When customers want the finest, it pays 
to recommend the finest . . . Richards-Wilcox. 
R-W door hardware is a winner all along the 
line. It builds profits—and good will—for your 


business. 


For complete information on the 
complete R-W line write to: 


Tew ichards-Wilcox Mfg. Co. 


AHANGER FOR ANY DOOR THAT SLIDES” 


SLUDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES @e GARAGE DOORS & EQUIP- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 


@ SCHOOL WARDROBES & PARTITIONS e 
ELEVATOR DOOR OPERATING EQUIPMENT 336 THIRD STREET, AURORA, ILLINOIS 
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INDUSTRY NEWS 





(Continued from page 26) 


pansion of facilities to accommo- 
date manufacture of a new bath- 
room scale which 1s to be an- 
nounced soon 

The Hanson organization has 
been operating since 1888, when 
Marius L. Hanssen established the 
first company factory in Chicago. 
In 1920 Stan L. Hanssen entered 
the business as general and sales 
manager. At present he is presi- 
dent of the firm. Stan B. Hanssen, 
grandson of the founder, started 
with the company in 1945 and has 
been active in the design of many 
of the firms late model scales 


- 


Natco Corp. Appoints 
Mid-South Representative 


Natco Propucts Corp., Provi- 
dence, R. I. has announced the ap- 
pointment of Howard E. Hepburn 
as Natco’s representative in the 
states of Arkansas, Louisiana 
Mississippi and Tennessee, west of 
Nashville 





Howard E. Hepburn 


He will carry the lines of Neo 
link mats, matting, Natco Snap-in 
door mats, Colortreds, and Natco 
corrugated rubber matting. 


iz i 


Outdoor Shop 


(Continued from page 30) 


Special offerings are advertised 
as a means of maintaining cus- 
tomer interest. These “week-end 
pecials” include a wide range of w: 
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te tod 


Make extra sales 
with the bit 


that has all 
these features! 





sold to build big volume repeat bit busi 


UNIFORM HIGH QUALITY... ° {ma alsa 
manufacture for day-in, day-out dey al 

PRECISELY MADE wir! al ca " ‘ 

pericct gous twi 

Mea i K AcTI 


“INDUCTION HEAT-TREATED” to a 


“PLASTIC SEALED” with heavy | 


a ' tin Kk aint i I t ‘ k | 
bit fact nary 
IN SALES-MAKING NEW SETS... plast: " 
m™ ta ing pa mT } ‘ ! " 








GY ee eG a oe 
SOLID-CENTER AUGER BITS 


= 
GREENLEE 
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merchandise—from plastic, _ in- 
flatable toys to golf balls. Since 
the purpose of these advertised 
pecials is to stimulate store traffic, 
items advertised are tied in, usual- 
ly, with the particular season 


* 


More Sales at 
Less Expense 
(Continued from page 32) 


pensation for the year increased 
by exactly the same percentage 
F xX an } ie j T that the firm’s total sales are in 
creased for the year. Thus, if 1953 
ales should exceed 1952 sales by 
hy 10°, each employee would re 
at t e ceive a year-end bonus amounting 
to 10° of his salary for the yea 
© Such a plan has the advantage 
of stimulating teamwork in the or 
Chica 0 ganization. However, it does not 
eem to provide for such a con- 
tingency as a large slump in sales 
one year, perhaps due to local crop 
ousewares Ow conditions, followed by a rapid 
climb the following year, back to 
the preceding high sales total or 
above 
January 14-2] 1954 Many years ago a North Caro- 
/ lina hardware firm developed an 
incentive plan (since patterned 
after by many others) which was 
based not on volume but on net 
profits. Under this plan each em 
plovee was regarded as being a 
tockholder in the company to the 
extent of his annual salary; and he 
received a “dividend” on _ hi 
alary whenever the owners of the 
busine received a dividend on 
their stock in the corporation. Thus" 
if the company declared a 1022 
dividend, the $100-a-month porter 
received a bonus of $120 (10% of 
annual salary) and the $250 sales 
man received a bonus of $300 
Under such plan all employees 
were encouraged to devote thei 
best efforts to increasing the firm's 
net profits, bringing in new cus 
tomers and keeping old customers 
satisfied. And, too, all shared in 
the bonus payments in accordance 
with their value to the business 
A somewhat similar plan is used 
by a Tennessee firm but is limited 
to the outside salesmen selling 
farm equipment. Under this plan 
each of the salesmen recei.es a 


See us at Booth Nos. 492-494 _ year-end bonus in proportion to 


the firm’s net profits for the year 





This plan, also, has the advantage 


h = p y of focusing the spotlight on net 
T e profits rather than volume—which 
Company seems particularly impertant in 


Division of the Ridge Tool Company this case, since the salesmen make 
111 Belmont Street « New Philadelphia, Ohio their own trade-in appraisals on 
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...and a HAPPY 
NEW YEAR! 


Besides extending our hearty wishes to you for a suc- 
cessful and prosperous yeor in 1954, we want to say: 
“THANKS for the business you have placed with us 
in 1953. We look forward with pleasure to giving you 
the same high quality, value, and service during the 
yeor to come, that won for us your confidence and 
good-will in the past.” 


SOUTHERN STATES 
IRON ROOFING COMPANY 





FAMOUS SWEDISH MADE HARDWARE 


Swedish 
WOOD CHISELS 


te Hand-honed Swedish Stee! Blades! 
% Machine Turned Tenite |! Plastic Handles! 


% Shipped with Plastic Strip-off Coating 


Smedirh 


W008 CHISELS 


trmeorted bwedich Stade, 


"FREE DISPLAY BOARD 


on Each Blade! 


Ask your craftsman customers what they 


want in quality wood chisels and 
they're bound to describe a Gensco 
Swedish wood chisel. Here's the 
finest Swedish steel blade that 
takes a razor edge and holds it 

... plus a Tenite II handle 

that’s practically indestruct- 

ible. Write for catalog 

sheet and prices today. 


4 color display board stands on counter or hangs 
on the wall. Holds set of 11 chisels sizes from 
V4" to 2". Yours free with the purchase of one set 


plus 5 extra of popular sizes (total of 16) 


Bushman Swedish 
Bow Saws 





Complete line of famous Gensco 
Bushman Swedish bow saws. 24", 
30", 36", 42” and 48” lengths 

Rigid frames, adjustable frames, 
tension levers, tapered frames and 
extended handles. Also replace- 
ment blades for all bow and buck 
saws. Write for literature and prices 


Vy 


Rolls 


chisels in heavy 

s with clear 
00-6 with f 
Also in 4 and 





Swedish Mora 
Hunting Knives 


Inlaid Swedish steel 
blades, curly birch han- 
dles, plated brass bol- 
sters, guards and butts. 
Top grain leather sheaths 
with metal reinforcing. 
Free display 


GENERAL STEEL WAREHOUSE CO., 


with seven 
knife assort- 
ment. Write 
for catalog 
sheet. 


Swedish 
Wood Screws 


Gensco-Crown-Brand slotted 

wood screws in flat, round 

and oval head styles. Made 
in steel and 
brass. Write 
for prices. 


wa 
te 


GENSCO TOOL DIVISION 


INC. 


1806 North Kostner Avenue + Chicago 39, Iilinois 





used farm equipment 

Often it may not be 
to work out any incentive plan 
closely geared to the store’s vol 
ume or net profits, or to the in 
dividual sales records, in order to 
develop the latent enthusiasm and 
sales ability of the employees. It 
may be sufficient in some cases 
sales 


necessary 


merely to hold occasional 
contests or offer ome special 
prizes in order to develop friendly 
rivalry or inject the element of 
sport into the otherwise somewhat 
humdrum business of waiting on 
customers for hardware 

Thus, a Carolina firm has had 
surprisingly satisfactory results 
from a rather simple plan of 
awarding a prize each month to 
the salesman who has the largest 
percentage gain over the same 
month of the preceding year. There 
is also a special year-end prize of 
$100 to the salesman whose sales 
for the full year exceed those fo! 
the preceding year by the largest 
percentage 

In the case of a sales organiza 
tion of sufficient size, it some- 
times works out well to divide the 
sales people into two teams, as well 
balanced as possible, and put on 
some kind of contest periodically 
The prize may be a banquet pro- 
vided by the firm, at the end of 
the year or other contest period 
in which the members of the win- 
ning team eat turkey with all the 
“trimmings” while the members 
of the losing team dine on beans 

The friendly rivalry which re- 
sults from such contests may be a 
surprisingly potent sales stimulant 

Of course, the giving of year-end 
following a 
volume and 


bonuses to employee 
year of satisfactory 
profits, is now quite a common 
practice in the hardware trade 
More frequently the bonus may be 
the equivalent of one week's o1 
two weeks’ salary, but in some 
cases it may be substantially more 
following an exceptionally profit 
able year. Or, on occasion, it may 
be a straight 5°o or 10° of annual 
salary. 

The size of the bonus payments 
of course, would be determined 
largely by the store’s net earnings 
for the year. But another factor to 
take into consideration would be 
the general range of salaries. If 
liberal salaries are paid, smaller 
bonuses would be in order 

It is generally regarded as de- 
sirable practice to consider length 
of service in awarding bonuses 
Thus, the year-end bonus may be 
one week's salary to those who 
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have been in the firm’s employ fo: 
less than some certain period, as 
one year or two years; and two 
weeks’ salary to those with longe: 
service records. Or the bonus pay 
ments may be graduated still fu 
ther 

A variation of this plan is to 
give each employee a _ year-end 
bonus equivalent to 1° of his 
salary or wages for the year, mul- 
tiplied by the number of years of 
employment, Thus, the bonus of 
the employee with a 5-year service 
record would be 5° of his annual 
salary, the 10-year employee 
would receive a bonus of 10° of 
his salary, and so on. But unde! 
such plan some limitation might be 
necessary; the top bonus, for in- 
stance, might be 10° 

Considering service records in 
determining bonus payments has 
the advantage, of course, of help 
ing to build a permanent organiza 
tion. And that is important in the 
hardware business, particularly 
because it takes a long time for a 
new, untrained employee to be 
come familiar with even the more 
important lines of merchandise 
sold in the typical hardware store 

In view of the highly satisfac 
tory results reported by thos 
hardware merchants who are using 
incentive plans, it seems evident 
that this is a problem which de 





serves the serious consideration of 


the retail hardware trade general ; 

ly. For it has been the usual ex- lfappin up a £00 Sa (4 
perience that a carefully-worked 

out incentive plan will both in 


crease sales and reduce selling ex W, 

ense, , . 

a hen you wrap up Griffin Hack Saw Blades, you 
Aside from that, there is another . ; 

obvious advantage accruing from can be sure your customer will be satisfied. 


any plan of compensation which is 


based partly on either the firm’s He ll like their long-lasting sharpness and the 


volume or net profit or the in smooth straight cuts they give 
dividual salesman’s record, It 
helps, automatically, to take care The finest steels, accurate machining and careful 


of the problem of cutting expense: 
in periods of declining sales. In a 
year of shrinking volume it may customers’ cutting problems 
be no easy matter to reduce 


salaries But when volume and When you sell him Griffin Hack Saw Blades. you 


heat treating are skillfully combined to solve your 


profits dwindle, there can be no know he'll be back for more 
argument about the logic of reduc 
ing or eliminating bonuses or othe! For more information ask your jobber or write 


special compensation based on 
volume or profits 

It's well worth while giving 
ome careful study to incentive 
plans. They can be an important 
factor in building a permanent or 
ganization, in helping maintain 
volume in the face of aggressive 
competition, and in keeping ex- 


to us 





penses in proper balance witl 


“ales G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Soles Agents: John H. Graham & Co. Inc 5 Duone Street, New York 8. N.Y 
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Novel Lines Build 
Gift Shop Volume 


(Continued from page 35) 


tractive gift, even at a_ very 
reasonable price. 

One of the department's 
volume lines is lamps, especially 
the more expensive models. In 
these, as in so many other lines in 
the department, Early American 
styles are the most preferred 
Lamp shades also account for 
numerous sales and are stocked in 
a wide variety of sizes and prices 


largest 


The best seasons for the gift de- 
partment are Christmas, Mother’s 
Day, and graduation months. For 
year-round operations, weddings 
account for substantial volume, 
and the department maintains the 
usual type of bride’s book, listing 
patterns, gifts already given the 
bride-to-be, etc. However, the de- 
partment has helped encourage a 
local trend toward giving the bride 
items which can be used in he: 
future home, rather than concen- 
trating entirely on china and sil- 
ver, the latter of which Mrs 





year-round 


Santa Claus 





Shayne does not carry. Thus, wed- 
dings mean substantial sales in 
numerous items—lamps, magazine 
racks, figurines, etc 

A boon to year-’round profits is 
the department's lay-away plan 
which is especially helpful in sell- 
ing the more expensive merchan 
dise during holiday seasons and 
which has helped develop many 
sales of such volume items as car 
peting, draperies, etc 

The gift department is vigorous- 
ly promoted all year, in local 
newspaper advertisements and by 
radio. A regular schedule is main 
tained for newspaper ads, with 
6% x 6 inch ads appearing weekly 
and featuring various gift items 
Mrs. Shayne’s decorating service 
also is promoted in each of these 
Also, once weekly the gift depart 
ment is promoted on the store’s 5 
day -a-week, sponsored news 
broadcast. 

To maintain stocks 
and to introduce new and novel 
gift lines to her department regu 
larly, Mrs. Shayne visits Atlanta 
New York and California period 
ically to select new lines. These 
not only have won the regula: 
patronage of home-town custom 
ers, but have attracted a large fol- 
lowing from nearby towns. In- 
cluded in Mrs. Shayne’s’ busy 
decorating-consultant service are 
visits to many bordering towns, 
where she is called to aid in re 
decorating homes and commercial 
establishments 

The home decorating idea also is 
carried out in the gift depart 
ment’s displays. For instance, on 
entering the shop, the customer i 
first confronted with a large and 
ornate sandstone mantle. in front 
of which is a comfortable lounge 
cocktail table, magazine rack, and 
other items to give an effective 
and home-like atmosphere. Thu 
the customer not only is offered 
numerous displays of attractive 
gift items, but also is provided a 
place to rest momentarily and 
chat with Mrs. Shayne and M1 
McArthur 

Although the gift 
was established on the spur of the 
moment 2% years ago, it already 
accounts for a sizable portion of 
operations 


adequate 


department 


the store’s over-all 
Throughout its entire operation, it 
has carried out Mrs. Shayne’s set 
policy of offering an attractive 
item at a reasonable price; for it 
was this idea which first started 
Mrs. Shayne’s plan for the depart- 
ment. After spending several 
fruitless hours searching the town 
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You can’t beat 
this special 


BLACK 
DIAMOND 


Chain Saw File 








: 


NICHOLSON FILE COMPANY 


2) Acore Street, Providence 1, &. ! 





BLACK DIAMOND 


FOR EVERY 
PURPOSE 


FILES 











a 
\, Sete 
i 


Chain Saw Files 


are important items 
for hardware stores 


\ 


‘ 


is tremende i 
only 


The growth in the use of chain saws 
fields lie all around the 


Lurrnabye rite tn and pulpw ood ‘ 


Not 
tree surgeons: 
Keep 
quent filin 


werage hardware store 


utters. but farmers 
land clearers. and even sawmillers. have adopted them 


| workin 


ny them 1th Leena ondition requires ire 


ALE TU Ge Be 1 PONE PLEA IITD Poe VaR Ie. a ee eee 


ire of Various types —pr wtically all of 
which can be kept in sharp-cuttin with the 
of Black Diamond Chain Saw Files shown here. What's more 
They are easy to sell 
hesitancy in buying them Iver BLACK 


of the best known and most highly re 


Chain saw teeth 
tri fevuur ty pes 
these files are widely advertised ( us 
tomers have no ase 


DIAMOND®™ is om 


garded names in files 


ASK YOUR WHOLESALER 


of each of these Ty pres vou should 


is to the right proportiar 


cares for your particular tradi wea 


BLACK DIAMOND ROUND CHAIN SAW FILE NO. 86. Mow! wid 
oe | aoe» , " | {; ' " P . aye : 
| At preriinyg | i ‘ i ‘ 
\l<o made in f \ ’ i! 1 4 
BLACK DIAMOND FLAT CHAIN SAW FILE « 


BLACK DIAMOND SQUARE CHAIN SAW FILE, | 
BLACK DIAMOND LOZENGE CHAIN SAW FILE, fur | 


howled teeth. | hh. ¢ 


NICHOLSON FILE COMPANY ~ 15 Acorn St., Providence 1, R.1 





sppee 


ADVERTIISING LIKE THIS .~ 


Country Gentiemon. For ’ Form ond 


Progressive Former 


BLACK DIAMOND FILES vor every purross 
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‘Three grateful people say: 


" We're HERE _— 
because you were THERE I" 


Each one of these people is alive today because some- 
one gave blood. 


If you've given blood before, you know how easy it is 
—how quick and painless. And you know what a 
wonderful feeling it is when you realize that what you've 
done may give another person his life. 


Now you are asked to give blood . . . again and again. 
And you can do it safely every 3 months. 

Because America’s need for blood has increased 
enormously—for our armed forces, for accident and 
disaster victims at home, for new disease-fighting serums. 

Many a life hangs in the balance! Will you help? 


Call your Red Cross, Armed Forces or Community 
Blood Donor Center today! 


BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


you. and your company- 
Blood Program 


HAVE Y f v YOUR MANAGEMENT EN- 
PLOYEE ME OF MA DORSED THE LOCAL BLOOD 
DOr f NOR PROGRAM 


HAVE YOU INFORMED EM 


PLOYEE FYOUR MPANY'S 
PLAN F ¢ PERATION 


AV WAS THIS INFORMATION 
ROLI R sIVEN THROUGH PLANT BUL 
LETIN OR HOUSE MAGAZINE? 


HAVE Y CONDUCTED A 


NOR PLEDGE CAMPAIGNIN 
ViPAN 


LAR ViSII 


Remember, as long as a single pint I i may mean the difference 
between life and death for any American... the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 


GIVE 
BLOOD 


. give it again and again 
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A Quality Product 


Pressure-Creosoted 


@ When you ask Jack Nowell, owner-manager of the 
Nowell Lumber Company, retail lumber dealer of Cleve 
land, Miss., why his firm sells pressure-creosoted fence 
a posts, he'll give you this reply 
ea “‘We know we can stand behind this product, and to 
ze me that’s the best reasun for handling any line of 
JACK NOWELL, owner-manager of the Nowell Lumber Company, a merchandise. Of all the thousands of pressure-creosoted 
retail building supply dealer in Cleveland, Mias., finds that the in : = naofien , ‘ a 2 : . 
apemng livestock production in his state is leading to more and more posts we've sold, we've never had a single complaint 
pressure-creosoted fence posts and other fencing materials never had a post ret urned for unsatisfactory service 

Mr. Nowell knows he has a quality product, and he 
knows how to make the most of it. His aggressive ad 

\ vertising program—including direct mail folders, pro- 
motion with his monthly statements, postcards and 
newspaper advertising—tells his customers about the 
many advantages of using pressure-creosoted posts and 
lets them know he has pressure-creosoted posts for sale 

“It’s largely just a matter of getting the information 
to the farmer,’’ Mr. Nowell says. ““‘When that’s done, 
the posts practically sell themselves.” 

Nowell Lumber Company maintains a stock of at 
least a carload of posts in a wide range of diameters and 
lengths. ‘“‘We like to have enough on hand to be able to 
fill right away any order that might come in,” says 
Mr. Nowell. 

And there’s more involvea than the sale of posts 

~~ re . he “You'd be surprised,” he adds, ‘“‘how much additional 
ie _ material we often sell a farmer. I remember several 
instances where we started out with pressure-creosoted 


sales o 


HERE MR. NOWELL points out how thoroughly Creosote has penetrated 
the wood post, through pressure-creosoting, carrying long-lasting posts and ended up with a good order for wire fence, 


protection right down to the heartwood. This stack of posts is only ve . . ares . : atants ; 
a email part of the big stock of pressure-creceoted posts hie firm staples, concre te, other lumber, roofing materials and 
maintains fixtures 


HERE'S HELP FOR YOU IN SELLING PRESSURE-CREOSOTED FENCE POSTS — 


Turn the page to read how the producer of U-S-S Creosote is helping to promote the use of pressure-creosoted fence posts in your 
area. Then mail this card (no stamp necessary) for full information on how to become a pressure-creosoted fence post dealer 


a ee ee ee ee ee ee 


United States Steel Corporation 
Room 2819-P, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in distributing pressure-creosoted fence posts. Please 
send me additional information and put me in touch with pressure- 
treaters who produce this product. And, send me a copy of your new 
guide, “Fences That Pay.” 
MAIL 
THIS CARD 
TODAY— 
NO STAMP City 


NEEDED! State 


Name 
Address 





says JC Baber 
Vanager of Iipine Farms 
Vatural Bridge 


ADVERTISING This month, advertising in leading state 


and regional farm papers again is telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 
GUIDE 


The makers of U-S’S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, ‘omen neue, orem comrosanon 
and it shows how pressure-creosoted posts cates teas ee 
save time and money. 

When you mail the card below, we'll send 
you a sample of this guide, ‘““Fences That 
Pay.’ Look it over. If you'd like copies 
later for your farmer customers, your pres- 
sure-treater who uses US'S Creosote can 


tasy te Order 


“Ww 


supply you. 


LOCAL If you wish to advertise pressure-creosoted 


fence posts in your local newspapers, your 
ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 


name and address. 


United States Steel is a major producer of Creosote used by many producers of You've heard bout th ' 
pressure-creosoted fence posts. When your supplier tells you he uses U-S’S You’ 
ou've read about them! 


Creosote, you can be sure a quality preservative has been used. 


FIRST CLASS P RESSURE-CREOSOTED fence posts 


Permit No. 3117 
(SEC. 34.9 P.L&R) ; @ You've heard about pressure 4 

2 rd crecsoted posta fem ve ducte of modern 

Pittsburgh, Po. . geuve ent ie planta 
° id about th 

in leading farts Magazines a 





wood treating 
Just the might ame 








of Creosote Oi @ forced deep 

the wood to give it the 
longest poamble life There's no 
guesswork involved 








BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 


ms nt fen Over the years you'll find 
‘ oa pressure creosoted poste cost you 
fern far less than any ether wood 
post you can uae ( 
get 


Why are Pressure -creosoted 
poets your best buy? Because 
they are th engineer. 


ome in and 
Prices and other information 
today 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 


a 











ed pro 


— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2819-P, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 





for an attractive gift item which 
was reasonably priced, she ex- 
pressed the opinion to her brother 
John W. Sheffield, president of the 
company, that an effective gift 
department would be a paying 
proposition for his store. With his 
permission, she immediately set up 
Americus Hardware Co.’s unique 
gift department, and it has well 
proven her idea that a carefully 
managed, vigorously promoted gift 
department can be a profitable one 
for a hardware store. 


* 


Added Profits from 
Floor Coverings 


(Continued from pag> 33) 


flooring job in a 78-unit housing 
project some distance from Rock- 
dale, he was in competition with 
several large flooring contractors 
out of Houston. But he got the job 

“Our profit was about $1,000,” 
he said. In addition to the profit, 
Peoples won other small com- 
mercial jobs in the area—churches, 
cafes, schools, and automobile 
dealer showrooms 

In the beginning, the store's in 
ventory of floor coverings 
amounted to about $2,800. Afte 
the first few months this had in- 
creased to $5,500. This included as- 
phalt tile, inlaid and patterned 
linoleum, a small amount of soft 
goods, some carpeting and a few 
rugs. 

In this area carpeting and rugs 
sell slowly, primarily because 
Rockdale is a dusty place and grit 
quickly damages a wool or cotton 
rug. “We do stock a few 9 x 12 
rugs,” People said. “Our most ex- 
pensive rug will run about $89.50 
but the majority of the rugs and 
carpeting are sold from samples.” 

Asphalt tile currently accounts 
for about 50 percent of the com 
pany’s sales of floor covering ma 
terials, but linoleum also is a best 
seller. Peoples has found that cus- 
tome! interested in patterned 
linoleum generally will choose the 
$2.50 per yard material 

“We handle only two grades,” 
Pecples pointed out, “the $2.50 and 
the $3.50 a yard. We will not stock 
the lighter gauges. Often a cus 
tomer will select a $3.50 pattern 
But when she learns the price 
she'll decide on the $2.50 pattern 
The average room requires 16 
vards, and the savings of $8.00 per 
room often is the deciding factor. 

Whether linoleum or soft goods 





NEW-TYPE 
SCREENS ADD To 
MODERN 


PEASE.FABRICATED HOMES, Hamil 
ton, Ohio, offer one of the most versatile 
and fleaible homes on today's market 
Keystone lension Screens are cataloged 
as optional equipment. lhe Asrhwood 
model is showa here. 


- 4 NO PAINTING 
q Af W@W no rustine 


W@W iow cost 


eystone 


ALUMINUM FRAMELESS TENSION SCREENS 


Cash in on the new trend in modern screening .. . feature the popular new 
Keystone Aluminum Frameless Tension Screens for all double-hung windows! 


<deal for new or old homes .. . apartments . . . motels... Cottages .. . everywhere! 
Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in 
installation time. A neat and attractive full-length, low-cost screen of out- 

standing /ong life. Seals tight—with exclusive free floating sill bar... assures 

soug ft at bottom . adjusts screen to uneven or off-level sill. Many more 

plas features that mean profits Jor you! Send today for details. 


KEYSTONE WIRE CLOTH CO 
Dept.L-12 , Hanover, Pa 


Without obliga’ion, send me complete de 
toils on Keystone Aluminum Frameless Tension 


Screens 


Patented tension cat 
at sill holds Ke 
securely in place 
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Nail Holding 
Hammers 


The Hammer 
Holds The Nail 


YOU ONLY DO THE DRIVING 


CHENEY 
Sales Maker 
DEAL 


\ 


Ne. 938 hammers 16 o2 
Ne. 937 hammers 20 of 
Ne. 944 hammers 16 o:. 
Ne. 938 hammer, 16 o2., for use with 
displey—et helf price 
Seles Moker demonstrator ond sign— 
free. 
Hommers supplied in either bell or octo- 
gon face. 
EXTRA — The New Cheney Noi! Chert 
with each order. 


wee WANLER, 
7 U 


Soles Representatives 


JOHN H. GRAHAM & CO, INC 
New York, N.Y 


SANFORD BROTHERS 
Chettencege, Tenn 


HENRY CHENEY HAMMER 
ae) 110) F-Nile). 


LITTLE FALLS, NEW YORK 





are involved there is an installa- 
tion charge of $1.00 per yard 
added to the price of material. One 
floor mechanic and a helper, by 
carefully scheduling the work, 
handle all the store’s installation 
jobs 

While big installation jobs such 
as apartments, schools, etc., are an 
important source of sales of floor 
coverings, Peoples emphasized 
that major volume comes from the 
home-owner—volume that cen be 
sizable even in a small town 


* 


Don't Neglect 
the Ladies 


(Continued from page 36) 


ascertain the price, but such close 
inspection often creates the desire 
to buy. Also, the trade name, de- 
noting quality, often makes price 
a secondary consideration, espe 
cially if the name is well-known 
Care is taken to keep the price 
tags clean and fresh. They are re- 
placed as soon as they become 
soiled, since a soiled tag indicates 
that the item has been around a 
long time, and is apt to turn a 
prospective customer away 

While customer self-service ha 
been encouraged for a long time 
Skidmore reports that gifts have 
been an important factor in in 
fluencing customers to practice 
self-service on a store-wide scale 
This has the effect of giving store 
salesmen more time for sales help 
where it is required. 

The location of the gift section 
presented a problem for Skidmore 
He wanted it to be clearly visible 
to window shoppers through the 
tore’s backless display windows 
A shingle-type wallpaper display 
that occupied a portion of a blind 
side wall was moved to a second- 
floor location. and modern, glass 
shelved display fixtures were 
fitted into the wall space made 
available by the removal of the 
wallpaper display. To get the de- 
sired prominence for window 
shoppers, island fixtures were 
placed parallel to the window 

To retain the interest which has 
been aroused in gifts, Skidmore 
has arranged for the display of 
housewares and kitchen merchan- 
dise as a continuation of the gift 
department. The arrangement has 
paid off, since more than half of 
the gift sales have been increased 
by additional items selected from 
related displays. Skidmore report 








SELL 


Power MOWERS 


and WATCH YOUR 
SALES BOOM! 


V4 MILLION 
CASEY MOWS 
now in use 


Handsome New Styling. 

Unexcelled Performance. 

Easy to Maneuver. 

A Surplus of Power. 

Exclusive “Arm Guard” Handle. 

6 Models-—17” to 22” cut, 1.6 to 2.5 h.p. 
Self-Propelled or Roll-Away Type. 


Write for our descriptive brochure ond com 
plete information on our Profit-Making plon 
for Dealers and Distributors 


The KANSAS CITY MOWER CO. 


1332 Clay St. North Kansas City, Mo. 
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that gift shoppers also are good 
hardware and appliance customers 

The eye appeal that giftwares 
have given to one side of the store 
is duplicated on the opposite side 
by an attractive hand tool “bar.” 
The tool bar, in effect, introduces 
the public to the hardware section 
Most merchandise is price-tagged 
and displayed within reach of the 
customer to encourage self-service. 
but before a tool sale is completed 
an effort is made to include nails 
with a hammer, or a sharpening 
stone with a chisel. 





CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, May 16-18 
Headquarters, Admiral Semmes 
Hotel, Mobile, Ala., Secretary 
Mrs. Euna G. Ramsey, 1006 
Frank Nelson Bldg. Birming 
ham, Alabama 


Arkansas Retail Hardware & 
Implement Association, annua! 
convention, Feb. 14-16. Head 
quarters, Robinson Auditorium 
Little Rock, Ark. Secretary, J. 
Wayne Tisdale, 908 Rector 


Bidg., Little Rock, Arkansas. 


Hardware Association of the 
Carolinas, annual convention, 
Feb. 23-25. Headquarters, Hotel 
Charlotte, Charlotte, N. C. 
Secretary, Dwyane Laws, 118% 
E. 4th St., Charlotte 2, N. C. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention, April 25-27. 
George Washington Hotel, 
Jacksonville, Fla. Secretary, W. 
W. Howell, Box 183, Waycross, 
Georgia. 


Kentucky Retail Hardware As- 
sociation, Inc., annual conven- 
tion and trade show, Feb. 2-4. 
Headquarters, Kentucky Hotel, 
Louisville, Ky. Secretary, Ed- 
ward K. Keiley, 501 Republic 
Building, Louisville, Kentucky. 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, Feb. 23-25 
Headquarters, Jefferson Hotel, 
St. Louis, Mo. Secretary, Harry 
F. Scherer, 1189 Arcade Bldg., 
St. Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and trade show, Feb. 
2-4. Headquarters, Municipal 
Auditorium, Oklahoma City, 
Okla. Secretary, R. K. Thomas, 


515 Midwest Bldg., Oklahoma 
City, Oklahoma. 


Tennessee Retail Hardware As- 
sociation, annual convention, 
Feb, 21-24. Headquarters, Noel 
Hotel, Nashville, Tenn. Secre- 
tary, Morris Jones, Box 784, 
Nashville 2, Tennessee. 


Texas Hardware & Implement 
Association, annual convention 
and trade show, Jan. 25-27 
Headquarters, Baker Hotel, 
Dallas, Texas. Executive Direc- 
tor, Ray M. Souder, 822 Texas 
Bank Bldg., Dallas, Texas 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 8-9. Headquarters, 
Hotel Herring, Amarillo, Texas. 
Secretary, M. D. Shepherd, 
Canyon, Texas 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, Feb. 7-10 
Headquarters, Hotel Chamber 
lin, Old Point Comfort, Va. 
Secretary, G. T. Omohundro, 
Jr., Scottsville, Virginia 


West Virginia Hardware Asso- 
ciation, annual convention and 
trade show, Feb. 22-24. Head- 
quarters, Daniel Boone Hotel, 
Charleston. Secretary, James 
C. Fielding, 1628 McClung St., 
Charleston, West Virginia. 
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Tite Master SUPER DELUXE FD 51-SRNT-2 


Sold exclusively through Jobbers @ Write for Free Colorful Catalog 
CONSOLIDATED METAL PRODUCTS COMPANY 
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Forged Iron Hardware 


National Lock Co., announces a 
new line of forged iron hardware re 
flecting the traditional charm of 
early American living 

Designed for use in kitchen, living 
room, den, game room, etc., it is 
offered in Dead Black, Old Copper 





and Swedish Iron. Knobs, latches, 
handles, strap hinges, H hinges, H 
and L hinges and other popular items 
compose the grouping. 

A natural finish 11 by 16” counter 
display board, including applied 
hardware, is free of charge with 
stock orders. 

Each hardware item is individually 
packed complete with screws, in 
printed envelope, with one dozen en 
velopes to the carton, 1 dozen car 
tons to the case, or available from 
open stock as desired. 


National Lock Co. 
Rockford, IIl. 


* 


Plastic Clothesline 


A new plastic-coated clothesline is 
being offered to the trade, marketed 
under the name PlymKraft Fibre 
white Clothesline, after 10 months 
of field tests 

According to the manufacturers, 
the line does not absorb moisture, its 
plastic-treated surface keeps the line 
clean as well as dry, it does not need 
frequent tightening, and it holds 


54 


equally well with plastic or wooden 
clothespin: 

The clothesline is packed a dozen 
50° hanks ‘two connecting) to a 
space-saving display carton 


Piymouth Cordage Co. 
Plymouth, Mass. 


+ 


Pruning Shear Display 


Parker Mfg. Co. is offering a new 


dealer aid—a colorful display board 
mounting five pairs of their SP-2 
8” lightweight pruning shears, de- 
signed for general purpose pruning 


Par k er 


PRUNING 
igw 2) 


Outstanding features include sharp 
cutlery steel blades, edge-preserving 
soft metal anvils, easy-action thumb 
locks, contoured grip handles and 
concealed springs lubricated for life 


Parker Mfg. Co. 
Worcester 1, Mass. 


Hunting Knife Handles 


Gensco Tool announces that their 
line of Swedish Mora hunting knives 
is now available with red plastic 
handles in addition to the curly 
birch handles now featured 

According to sales management, 
the plastic is unbreakable and fire 
resistant, and in the same easy-to- 
grip handle styles 

The knives will retain the same 
Swedish charcoal inlaid steel blades 
in which a soft outer layer of steel 
covers a hard core, preventing break 
age under most adverse conditions 

Bolsters and cross guards are all 
plated brass, and knives come com 
plete with top grain leather sheaths 


A free four-color display is being 
offered with the purchase of seven, 
14 or 21 knife assortments. The new 
knives are available in three styles 
and seven sizes 


General Steel Warehouse Co., Inc. 
1830 N. Kostner Ave. 
Chicago, 39, Ill. 
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Glass fishing rods 


Fifty different models of both solid 
and tubular glass fishing rods, rang 
ing in retail price from a $2.98 cast- 
ing rod to a $24.95 Surf Spinning rod, 
are currently being offered by the 
St. Croix Crop 

A new 16 page catalog covering 
bamboo poles and rods, Big Dipper 
aluminum nets, glass rods and im- 
ported specialty tackle is available 

Although St. Croix products are 
distributed exclusively by whole 
salers, dealers may obtain catalog 
and sales aids by writing the com 


pany 


St. Croix Corp. 
Unity, Wisconsin 
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HARDWARE STORE OPPORTUNITY 


Your Store can be Located between F. W. Woolworth and a Department 
Store. (24 Store Shopping Center) 
. » _,, 


S\Preny 


Boca F ak oe ee Bakery Jek SRO @ senses seor, | wares cers Maes 


~ SAN ANGELO. 


City Population Doubles about every ten years. Trade Area of 225,000 People. Newest Oil Center in Texas. Wool Center of the Southwest 
This Shopping Center has over 1,000 car parking space and is one 


The opportunity to make money in business does not come up every 
arr 


day. We have something good here and think you should write us of the best engineered layouts we have seen, completely 
for Brochure with full information. San Angelo has doubled in popu conditioned and modern. Write today as nineteen shops are already 
lation in three straight ten-year periods. taken. Be sure to send us particulars about your experience 


Millions of free spending oil money coming in every year 


TED B. BROWN, Owner, 2540 W. Twohig, San Angelo, Texas 
Phone 7166 


Satisfied customers ce 
Cgce wae 


ome REPEAT business 


WITH GRIFFIN BUTTS / 


When you sell high quality Griffin Butts you produce a 
satisfied customer . . . and satisfied customers mean repeat 
business. Griffin Butts are produced from fine steel, carefully 
rolled in our own mill and finished by experienced craftsmen. 

The entire line of Griffin fine builders hardware is designed 
to help you — by offering the best to your customers. 


R] FFIN \ ] Every DOOR NEEDS THREE 
MANUFACTURING COMPANY 








J ERIE + PENNSYLVANIA 
REPRESENTATIVES 
WILBUR HW DAVIS CHARLES L LEWIS ® Ff BEVERS w Cc GLOVER 
1639 W. Fergo Avenue ! Morket Street 4524 Ff o ee! 27411 Ge son Bivd 
Chicago 26, Iilinois San Fra ‘ } Colt Seottie, Washingt Botti 
GEORGE A GREGG WALTER S JOHNSON t 2 FuLLeR ROY L. ROGERS 
171346 Wyoming Avenue 917 Se . es Avenue 644 We 2 4 1620 Garfield Street 
Detroit, Michigan Atlanta, Georgia Joct 6, Missresipe Denver 6, Colorado 
t. A ABRAMS JOHN SULLIVAN & HW FARRAR HARVEY D RUSH & SONS w Cc mEisaum’a CO 
45 Worren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Part way 6954 Oleothe Avenve 
New York 7, New York Boston, Mossachusett Oo 


e 16, Maryland 


Tesas Konsos City, Mitsou St Lows 9, Missouri 
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FOR THEM 
BY NAME 


wow, 


NUTS—RIVETS 
SCREWS 


The Name Clark . .. a 99 year old 
part of America’s heritage, has always 
been known to be dependable . . . “For 
Greater Security Fasten Fast with Clark 
Fasteners.” 

Clark products are yours for dependa- 
bility and yours for workability. 

They work with you and work for you. 

Uniformity of Quality and Finish have 
made the name Clark outstanding. For 
information write to 130 Canal Street. 


Get Them from Your local Jobber or Distributor 


3 
g 


4 


soug wuvi1) 


a\ 


\a\ia\ 


Export Dept.: Suite 513 
25 Beaver St, N.Y. 4,N.Y 
WHitehall 4-4392 


0-1 


CLARK Bros Hout © 


MILLDALE 





Packaged Sash Cord 


Now packaged in red, white and 
designed for counter 
display are two sizes—seven and 
eight—of Samson Cordage Works 
solid braided sash cords in 100 foot 
lengths 

Besides offering added 
convenience, the new cartons are de 
signed to keep cord clean, make dis 
encourage larger 


blue carton 


customer 


play easier, and 


The cord is used for tent 
flag halyards, anchor ropes, startet: 
ropes, clothes lines, awning lines, car 
luggage ropes, play ropes, etc., and 
for hanging windows 


ropes, 


Samson Cordage Works 
Boston 10, Mass. 


a 


New Mason's Rule 


One side of the new Lufkin ma 
son's modular spacing rule No. 646 
is marked with a 16” repeating serie: 
of numbers that show the vertical 
coursing for the following modular 
masonry units: concrete block and 
glass’ bricks, economy 
brick and small facing tile, engi 
neered brick, standard brick, and 
Roman brick. The first section is 4” 
long, which permits butting the fold 
ing wood rule on the first 16” mod 


facing tile, 


ule. As all other sections are an even 
6” long, the Lufkin rule can also be 
used for spacing 6 and 12 inch- glass 
blocks 

The other side of the No. 646 rule 
is marked consecutive inches to 16ths 
on both edges 


Lufkin Rule Co. 
Saginaw, Mich. 





GAS CIRCULATORS (vented and 
unvented)—with and without ra- 
diants. In all popular sizes and de- 
signs - - - Exactly what your custom- 
ers want - - - at the price they want 


to pay. 





> e 4, 
GAS LOGS — most beautiful on 


the market—a real sales winner. 
Oak in 20" and 24". Birch in 20" and 





CLAY BACKWALL HEATERS— 
Sizes and styles to suit every prefer- 
ence and purse. 

FIREPLACE FURNISHINGS—Complete line 


in all price ranges. Write for catalog. 


CHATTANOOGA ROYAL COMPANY 


division of 
Chattanooga Implement & Manufacturing Co 
CHATTANOOGA 6, TENN 
Spoce 1119-A Merchandise Mart, Chicago 


SOUTHERN HARDWARE for DECEMBER, 1953 





Old Hi Says 


“Got time for 
a brief case 





of profit?” 


Then take time to talk over your 
tackle needs with a specialist— 
your H-I salesman. He's got the 
“know-how to recommend the numbers that sell 
best in your area and he’s got H-i—the largest 
line of fishing tackle in the world — for you to 


choose from. 


So, take time for a “brief case” of profit when 
your H-| salesman stops around. Find out why H-1! 
tackle—for every fisherman and every kind of 
fishing—is preferred at both famous fishing and 


active buying spots. 


Find out, too, how you can tie in—and cash in— 
with H-I's big-space, hard-selling national adver- 
tising—in striking full color—in leading maga- 
zines read by your best customers. See your H-l 


man now, or write us for his name. 


Dept. 6 


ORROCKS 
<3 BOTSON 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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ANNOUNCES 


20 


NATIONAL 
HOUSEWARES 
AND HOME ADDUIANSS 
CVNNORNS TU RERS 

FSX IG ity 
January 14-21, 
1954 


(EXHIBIT NOT OPEN SUNDAY, JAN. 17) 


Navy Pier - Chicago 











There is No Substitute 


he National Housewares Exhibit 
fot- 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 
1140 MERCHANDISE MART, CHICAGO 54, ILLINOIS 


NE RE NEE ENE 
57 























STANLEY 
ROLLER CATCH 


Your customers will 

immediately spot the 

convenience of 

this Stanley No. 

23 Roller Catch 

(for house doors 

that don’t require 

locks). It auto- 

matically holds doors 

securely closed . . . eliminates rattl- 

ing ... operates quietly and 

smoothly with a push-pull action. 

Easy to install, too, just drill a 7%,” 

hole 244" deep in door. Comes com- 

plete with screws — one dozen ina 

box. Be sure to have this fast- 

moving item in stock. . displayed 
prominently for best results. 


THE STANLEY WORKS 
NEW BRITAIN, CONNECTICUT 


REMEMBER . . . THREE HINGES TO A DOOR 


STANLEY 


Reg. U. S. Pat. Of. 


HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING + STEEL 








Pump Oiler 


A new all-purpose 6-ounce pump 
oiler with asbestos-lined flexible steel 
cone-shaped spout for easy oiling ha 
been introduced by Eagle Mfg. Co 
The hydraulic action of the oiler will 
deliver oil in a full stream or on 
drop, depending on pressure applied 
to the finger trigger lever 

Designed for use on the farm, in 
the home, factory, garage, workshop 


or service station, the oiler feature 


a seamless drawn steel body, double 
seamed bottom and copperite finish 
The flexible steel spout allows for 
reaching into awkward places where 
oil is needed 

The pump mechanism contains no 
pump leathers and no soldered con 
nections. All parts are replaceabk 


Eagle Mfg. Co. 
2518 Charles St. 
Wellsburg, West Va. 


° 


Leaf Mulcher 


A new leaf mulcher, called the 
Pulverator, has been announced by 
the RPM Mfg. Co. for use with 
RPM's new Lawn Boy Aluminum 
rotary power mower and all other 
gasoline powered RPM mowers 

The complete unit includes a solid 
front guard to increase suction lift 
under the housing and a screen with 
mounting brackets attached. Leaves 


are first chopped to fragments by the 
blade, then grated through the screen 
into a fine mulch, and spread even 
ly over the lawn by the grass spray 


RPM Mfg. Co. 
Lamar, Mo. 











HERE IT IS! 


The freezer with 
the features 
most wanted 





by your customers 


PEERLESS 
Super Value 
FREEZERS 


Famous Peerless triple - action 
freezing for smooth-textured, de- 
licious ice cream. Fast, easy 
action—smooth running—totally 
enclosed gears. A quality freez- 
er throughout. Biggest value in 
Peerless Freezer history. Check 
your stock and order today. 


Ask about special cutaway can 
cover for demonstrating action 
of freezer, a proven sales aid for 
stepping up floor sales. 


Household sizes, 2 to 10 Ots. 
Hotel sizes, 12, 15 and 20 Ots. 


Note these 
PEERLESS FEATURES! 


OASHER with 
ADJUSTABLE SCRAPERS 


nT 
GEAR FRAME GEARLESS CA or 
GEARS INCLOSED 


tasy & aSstmeut 


mARD WOOD OeEPER TUB 
SCRAPER ~ and CAN 


STEEL CAN BOTTOM. 


The PEERLESS FREEZER Co. 


WINCHENDON, MASS. 
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Sell the Wheelbarrow” 
that 
Sells Itself! 


Theres a Vaekson Mheelbarow ty every Purpose 


The profits really roll in fast, when you stock 
the Jackson line. Jackson is the best-known 
name in the wheelbarrow field 
to sell. Customers ask for Jackson Home 


the easiest 
barrows prefer the skilled workmanship, 
the quality materials, exclusive shapes and 
features. Your customers know a good thing 


when they see it and they'll buy . Jackson. 








Lex 


GARDEN BARROWS 


Made 


LAW 
ROLLERS 




















Jackson 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 


Oldest and largest wheelbarrow maker in America 
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Fast- Selling 
BUILDERS HARDWARE 


NATIONAL LOCK 


AG65-124 “T" HINGE 





AG5S-114 STRAP HINGE 


In-demand items... wide choice of sizes. Finishes in- 


clude Plain Steel, Zinc Plated (ZP-1), Prime Coat and 
Brass Plated (BP-2) on specific numbers. Packed one 
dozen in sturdy, easy-to-identify cartons. Order now! 


Ask also about Series “410'' NATIONAL LOCKset 


Regular and Half Surface 


BUTT HINGES 


“EE 


A 


A65-026 BUTT HINGE 
Here is one of the many quality items included in the 
broad line of NATIONAL LOCK builders hardware. 
Regular and half surface BUTT HINGES are available 
with ball tips, button tips and loose pins. Packed one 


pair!(with screws) in a sturdy, neatly-labelled box. ; 


Ask for Builders Hardware Catalog 


distinctive hardware...all from] source 


NP NATIONAL LOCK COMPANY 


eRe Rockford, Illinois © Merchant Sales Division 
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SELL STAR 
“MOLYFLEX” 


High Speed Hacksaw Blades 


from 


STAR’S 
new 


Star “Molyflex” makes you four 
times the dollar profit you make on 
regular blades—and gives your cus- 
tomers more than four times the 
cutting efficiency. You'll find Star 
“Molyflex” easier to sell when you 
use the new “Flex-Pak” as a coun- 
ter display. 

Besides being a profit multiplier, 
the “Flex-Pak” works for you other 
ways, too. It’s a balanced stock of 
80 STAR Unbreakable Special 
Flexible (green) and 20 “Moly- 
flex” (copper colored) blades, re- 
duces your inventory, costs nothing 
extra. 

Ask your wholesaler for the 
STAR “Flex-Pak”—for better dis- 
play, balanced stock and bigger 
profits with “Molyflex.” 


Sold Only Through Recognized Distributors 


CLEMSON BROS.., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hock 
Sow Blades, Frames, Metal Cutting Band 
Sow Blades and Clemson Lown Machines 





Stainless Steel Padlocks 


A new line of stainless steel com 
bination padlocks incorporates great 
er strength and added security at 
no increase in price, according to 
the manufacturers 

The new locks will replace Master 
brass combination locks, in wide 
use for many years 

The new stainless. steel case, 
stronger than the brass case former 
ly used, is rust-resistant and will re 
tain its highly-polished finish in 
definitely. The new locks also feature 
a case-hardened locking latch, said 
to be virtually impossible to shear, 
and a built-in “sound effect’ to 
thwart the trick of “feeling” com 
binations. 


For the hardware trade Master 
offers the No. 1500 regular combina 
tion padlock pictured here, the No 
1525 key-controlled combination pad 
lock, and the No. 1517 combination 
bikelock. According to manufacturers 
all three are constructed of hard 
wrought metals, and have beén de 
signed to stand up under rough us 
age—with all delicate springs and 
die-cast parts eliminated 


Master Lock Co. 
Milwaukee, Wis. 


° 


Plastic Pipe Catalog 


Republic Steel announces a new 
catalog on its latest product, plastic 
pipe. The catalog, titled Republic 
Plastic Pipe, is a 12-page two-color 
letterpress booklet with three-color 
offset cover. It tells why Republic 
entered the plastic pipe field, de 
scribes the two principal types of 
plastic pipe made, shows how to join 
plastic pipe, and lists various engi 
neering and corrosion data. Copies 
are available without charge 


Republic Steel Corp. 
3100 E. 45th Street 
Cleveland 27, Ohio 





MALLISON WEBBING 


Top Puritan quality 
Packed in cut bands 
stitched for immediate 
use or in 100-ft rolls 


MAGNOLIA 
PLOW LINE ROPE 


Top Puritan quality. 
Packed in individual 
burlap and paper 
wrapped tubes. Ideal 
for well rope. 


CLOTHESLINE 


Here are three 
proved sales- 
leaders. Just dis- 
play them and 
your customers 
will do their 
own selling 
Bright colors, 
easy inspection 
of contents puts 
Puritan products 
out front in 
every market. 


CORDAGE MILLS 


(MANUFACTURERS) 
LOUISVILLE, KY. ATHENS, GA. 
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POULTRY NETTING 


@ Made with the famous LOCK-TWIST 
weave, here’s the most asked for hexa- 
gon mesh poultry netting. SUPER U. 5. 
HEXLOK is stronger, more uniform and 
rigid. It lays flat when unrolled .. . 
stretches better . . . is neater looking 
. . + assures customer satisfaction. Fur- 
nished in one-inch and two-inch mesh No. 20 wire, 
galvanized before and after weaving thighly resist- 
ant to corrosion) in all standard widths. Compact, 
even-end rolls each contain 150 linear feet. See and 
compare SUPER U. S. HEXLOK—Ask your jobber! 


Manvfactured Exclusively by 


INDIANA STEEL & WIRE CO., MUNCIE, IND. | 





QUALITY WOOD SCREWS 
SI, ipped from Stock! 


Packaged stock—300,000 gross 
Bulk stock— 500,000,000 screws 


Phillips or Slotted—Flat Round Oval 

Steel, silicon bronze, brass and aluminum—and all pop- 
ular plated finishes. 543,200,000 wood screws in widest 
range of sizes and finishes, all made to Federal Specifi- 
cations FF-S-Illa. This tremendous stock . . . packages, 
alone, filling nearly two miles of 24-inch shelves . 


backs 
SERVICE BY SOUTHERN 


© prompt shipment 
® secure packing 


FOR CATALOGUE 
WRITE 
BOX 68-S 


cated free upon request 


COMPANY 


HORTH CAROLINA 


SCREW 


STATESVILLE 


Manufacturer of Wood Screws 


Sold Through Leading Wholesale Distributors 
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® wood screws in bulk lubri- 





MINNOW 
BUCKETS 


Liat) 
FULL FLOTE 


Two-piece construction 
full floating. Gal- 
vanized perforated 


insert 


LONG LIFE 


two-piece 
perforated 


Non-Floating 
construction 
insert Galvanized of Tern 


; ‘ 


MINNOW BREATHER 
Golvanized perforated bucket 
with hinged cover ond snap lid. 
Insert of white syl- 

phite pulp 


Chain 


42-inch chain . . . tight butted link 
. cadmium plated with swivel 
snap and ring r 


LP of) 
FRABILL Manufacturing Co. 
234 W. Florida St., Milwaukee 5, Wis. 








Rack Up More Sales - Rake in More Profits 

wn REEVE Shure Sell 

GARDEN TOOL 
DISPLAYERS 











The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Easy to Install ,. . Last a Lifetime. . . Steel 


for Strength . . . Riveted Construction for 
Durability .. Durasbine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No. 418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools. 


RAKE — PITCHFORK 
DISPLAYER No. 420 
Holds 8 rakes or pitch- 
forks in a neat step- 
down row. 


HOE DISPLAYER No. 417 
Slanted single bar with 8 
slots for hoe display. 


Flexible, interchangeable 
Items above are slotted for 
use on steel rails...Or 

may be screwed direct 

to wall. Displayer rails 
supplied as shown. 


WOOD CABINETS ARE NOT FURNISHED 


“D" HANDLE TOOL DISPLAYER No. 09 


~ Used in pairs these steel 

~— brackets provide space 

saving displayers for 

posthole diggers, forks and other tools best 
displayed at floor level. 


Send now for brochure giving 
full description. 
Descriptive Catalog 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 


Spinning Reel 


Horrocks Ibbotson’s new U S 
made reel of continental design. 
known as the Hi-Spin, Model 190] 
is a light standard-type reel with 
3-1 ratio, weighing 6 oz., but with 
a capacity of 200 yards of six |b. test 
line 

Featuring a handle which is 
changeable from left to right side 
without tools, the reel employs a 
rigid metal frame, oil-less bronze 
bearings, stainless steel shafts and 


*o 


nylon gears. Manufacturers claim 
the Hi-Spin to be rust-proof, smooth 
operating, needing no _ lubrication. 


Spare parts and parts kits will be 


available 


Horrocks-Ibbotson Co. 
Utica, New York 








Ta pat co 


eGreteeeo ws far OFF 


HORSE COLLAR PADS 


Yen 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Ta patdo 


e200 wean Gistteeo 


TRACTOR SEAT CUSHIONS 








REEVE COMPANY 
rv Ame y's Retailer vce 191 


PO. Box 276 «+ Rivera, Calif 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA.PAT-CO 
HORSE COLLAR PADS SINCE 188! 





Every Family is a 
Customer for 


SouTH BEND Croquet! 


— and South Bend 
' Has 12 Models For 
Every Family Need! 


The word Tremen- 
dous does not exag- 
gerate the appeal of 
South Bend Croquet. 
This famous game is 
a natural to satisfy 
the ever increasing 
interest in family 
recreation. The com- 
plete line of South 
Bend enables you to 
offer a croquet set 
to fit every family 
purse. 12 models are 
available, each in 
strikingly smart col- 
ors and all of qual- 
ity construction, 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 


South ~ Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & SU Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.-Leo Scherrer, 2840 W, 
94rd St., Seattle 7, Wash. 
Write for 1954 Catalog and 
name of nearest Jobber 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


CROQUET SETS + DOLL CARRIAGES— 
Foiding, Fibre, and English Coach « 
DOLL STROLLERS + JUVENILE FURNITURE 
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Triple-Bonus 


gives dealers 


3 EXTRA PROFITS 
Pilot Fishing Lines 


Ask Your Jobber 
or Write Us 


ie BEVIN-WILCOX Line yy, 


East Hampton, Connecticut 











HARDWARE 
CLOTH... 


every wire round 
and true to gauge 

. uniform mesh . . 
free from bulges 
. . Straight selvage 

. heavily and 
brightly galva- 
nized the Wright 
way. A Wright 
product all the 
way from rod to 


you. 


GE WRIGHT wieeco 


WORCESTER * MASS. 


Southern Represen 
D. C. HORNIBROOK UAWRENCE J. BALDWIN & SON 
E. L. HORNIBROOK Cerondelet Bidg. 

Box 176, Avondale Estates, Ga. Ad Orleans 12, Le. 








Quality and Attractive Selling Price! 


Columbiana’s NEW Fig. 20-2 
Brass Cylinder Pitcher 
Spout Pump... 


@ Brass cylinder (pump body). 

@ Simple, sturdy; for cisterns or wells 
up to 25-ft.-deep. Draws water hori- 
zontally for short distances. 


@Left or right-hand installation. 


@Suction valve and cup leather made 
of finest quality oak tanned leather. 


@3” cylinder diameter; 342” stroke; 
1%” suction connection for standard 


pipe tap. 


@ Individually cartoned; easier ware- 
housing. 


MANUFACTURED BY 


COLUMBIANA PUMP COMPANY 
COLUMBIANA, OHIO, U. S.A 
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Sells fast by 
FREE DEMONSTRATION! 


SN 
WEED - CHOPPER ye 
ELECTRIC FENCER” 


Cuts and Kills Grass and Weeds That “’Short’’ Electric Fences 


ILLUSTRATED 


WEED CHOPPER 


Retail $29.75 Free Demonstration at your eel Mall coupon 
Other models today-——-tie up to this customer-bullding demon 
including stration plan You'll make more sales-—-more 
battery operated profit--more satisfied customers—when you give 
$14.25 up free demonstrations of International's famous 


BIGGER PRO’ ITS “WEED CHOPPER” Electric Fencer! 
FOR YOu! 





Sales arguments don’t mean a thing--show your 
customers by our Free Dealer Demonstration 

they'll buy and buy fast! +," paper advertising 
and dealer helps, feature the ‘ KEL CHOPPER” 


Write foday for information on how you can make 














extra profits with International Electric Fencers 





R. E. ZIMMERMAN & SON SH 1253 
Mr. 8. E. Zimmerman, Manager 
Tate St. Station, Box 5115—422 Scott Ave., Greensboro, N. Car 


Without obligation, please send information on International Electric Pencer's 
FREE DEMON STRATION PLAN for Dealers 

ADDRESS 

NAME 

TOWN 











Hand Tool Display 
A new hand tool merchandising 4 ‘LASSI il KID | 


display, the “Action Board,” is being 
offered by the None Better Division 
of the New Britain Machine Co. 


Designed to stimulate hand tool MANUFACTURER'S 
sales, the new 21” x 21” Action REPRESENTATIVES 


Volume item New 

Never t market 

advertised 1 merchandised. Call of 

Hardware Stores Aberal ommissions All ter 

ritories mer Ste erritories covered other 

lines handled men travelled Box WN 671 

SOUTHERN HARDWARE, 806 Deachtree 
NF Atlanta Georgta 











WANTED 


Experienced lawn mower salesman needed 
by one of the largest and oldest manu 
facturers of a complete line of po 

mowers Substantial salary and bonus 
plus full expenses will be offered to a 


top notch salesman, Product supported se 
by one of the largest advertising can This new compound 1s offered in 


(>a?) 30 Vo paigns in the industry. Southwest terri 1/10 gallon cartridges or closed bulk 
1 eae wm, Fr : tory available If willing to relocate cans 

could use good man in Middle West o 
North East. Address replies to Mr, H Dicks-Pontius Co 
Malcolm Magers, The Moto-Mower Co Dayton, Ohio 


Richmond, Indiana 

















Board emphasizes the many tool use: 
in the home, on the farm, for the 
car, and is free to dealers with pur 


chase of tools displayed. é Adjustable 


Included are 58 basic tools 12 


Open End, 10 45-degree box end and 
12 Combination Wrenches, twenty 
‘ 0 


12 point, drive socket wrenches 


drive. 


New Britain Machine Co. No. 71 


P23 SERIES New Britain, Conn. 


Putty Knives and a 


= — plus reversible ratchet, 15” flex han 
et tee é dle, 10” and 5” socket extensions, also 
scobola he: ead » 


Caulking Compound 


Thea elec > : . < “ ’ 
The Dicks-Pontius Co. ha intro Now, with the "Little Giant’ Weed Cutter 
duced a new black caulking com you can offer your customers a cutter that i: 
: é : . easily adjusted to their preferred cutting angle 
pound with an asphalt bast Called hang and balance, and handie length 
“Black-Tite” Caulking Compound, it 
Other features are: elastic stop nuts for easy 


is said to be excellent for all gen blade removal: plain or serrated blade; length 
eral caulking, although it is not a 42"'; packed 3, 4, 5 and 6 to a carton. Free 
roof coating. folders and mats. Order from your jobber 


According to the manufacturer, Send for a sample and see for yourself why 
6 ke Tite’? deen . this is a profit maker. This trial offer can't 
‘Blac k-Tite shows no cracking, last, s0 write us NOW Including $1.00 to help 
flowing, erosion, peeling or blister cover costs 


ing in outside tests under all condi 

tions of weather. It adheres instantly 

¥ to any dry surface, guns very easily 
Products of and flows in a smooth bead 

Red Devil Tools Two Ss paint, —_ a 

° cover “Black-Tite’” completely t 

Irvington 11,°N. J., U.S.A will not bleed through or burn the NORTH WAYNE TOOL CO. 
paint. OAKLAND 2, MAINE 














TROWELS 


MARSHALLTOWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
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Fuel Transfer Tank contents, and a manually operated 


shut off control stops or starts the 
A fuel transfer tank designed for flow instantaneously Four feet of 
all marine motor use is only 10” in hose cuts to a minimum movement 
height with a 12” diameter and holds in outboards while in open waters 
2% gallons of fuel plus oil mix. The The rust resistant zinc galvanized 
low design on Chapin’s Moto-Fil tank offers pressure-proof strength 
Model 137 now affords a hand-carried and durability, and this new model 
transfer tank that will store easily brings to three capacities the number 
under outboard motorboat seats or of Moto-Fils offered. Price on Model 
137: $9.95. 


R. E. Chapin Mfg. Works, Inc. 
Batavia, New York 


o 


Trapping Season Chart 


A chart indicating open seasons for 
trapping muskrat, mink, skunk, rac 
coon, and fox during the 1953-54 
trapping season has been prepared by 
the Animal Trap Co., manufacturer 
of Victor Animal Traps 
The tabulation shows the trapping 
dates for each of the 5 fur-bearers 
in each of the 48 states 
A copy of this summary is avail 
other small storage spaces. able on request 
According to the manufacturers, the 
built-in, six-inch brass pump quickly Animal Trap Co. of America 
builds pressure to deliver the full Lititz, Pa. 


Salad Sets 


altract Shoppers 


Do this today: Drop us a postcard 
requesting our new enlarged Cata- 
log. You will see a beautiful col- 
lection of fine wood bowls in a 
variety of woods and prices for 
your trade. Also new woodenware 
gift novelties and kitchenware. You 
will want to make this compre- 
hensive catalog your woodenware 


bible. Send for it today. 


J. SHEPHERD PARRISH CO. 


201 N. Wells St., Chicago 6, UL 








TRADE MARK REC 








Here's a quality line with real profit possibilities 
To get the most out of it carry the complete 
Champion DeArment-Chennellock line. Millions 
of national magazine subscribers will read about 
the Channellock line every month . . . they are 
being told and sold. Use display boards, stock the 
full line for real profit possibilities You can sell 
more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line 


PLIER OESIGNH THAT ORSOLETES Att OTmEes 











CHAMPION DeARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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CONSUMERS CRACK FILLER 


(COLO watts purty) 


== For crocks, holes, and crevices in wood 
plaster, tile, stucco, ond cement 
A “best seller” becouse it 
@ Dries hard 
@ Won't crumble, chip, or fall ovt 
@ Stoys where it's put—helds screws, 
nails, tocks 
@ Woter resistant 
@ Easy to work with—con be molded, 
sanded, sawed, pointed, or stained 
@No woste—mix with water only as 
needed 
Packed in 1, 5 ib. cortons; also 25, 50, and 
100 Ib. drums 


Try it yourself. Find out why eosier, foster re 
pairs con mean easier, foster soles. Order from 
your wholesaler, or direct from us 


Another “Product of Merit” by Consumers 








CONSUMERS. GLUE CO 


N WA 'Y 





ane 


; i, 
FOOT AND CHECK VALVES 


feuous 


conical 


rubber 


STRATAFLO Foot and Check Valves 
end leakage troubles, save their cost many 
times over in service calls. Ideal for jet type 
pumps. Ask for Bulletin 203. 


fees 
order / 
from your , 


3 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1 INDIANA 





CASH IN WITH A RUGGED ROBERT 
FAST SELLER... 


Here's a Rugged Robert 
product that will stand up and 
take it. This durable broom 
rake combines five important 
features to give your customers 
a he-man rake with good looks 

1. One-piece frame Rake 
cannot lose shape 

2. Special patented locked 
cover plate* that makes it im 
possible for rake to come 
apart 

3. Special patented rein 
forced socket’ that gives rake 
the life of the steel itself 

4. Semi-circular depression* 


— locks tines for THE BROOM RAKE 
THAT OFFERS YOU 
BIGGER PROFITS 


, UGGED 
for 15 Years OBER 
Wire Products Company 


2713 North 24th St., Birmingham, Ala. 


Member, American Hardware Manufacturers Association 





5. Tines made of finest high 
carbon steel. Every Rugged 
Robert broom rake is dated 
when it comes off production 
line, and is unconditionally 
quaranteed for two years 


*No. 2,632,992. 
“Serving the Jobber 


























There's Profit for You 
in Hand Tool Sales 


NONE BETTER 


The Premium Tool Line With 
Merchandising Magic 


THE NEW BRITAIN MACHINE CO. 
NEW BRITAIN, CONN. 




















CONTAINS 
LATEX 


Contains Mutton Tallow 
Stop V-Bel* Squecking, Slipping | 


\ 


LIQUID BELT DRESSING 


Cutting 
oll 


Pure homegenined Sulphurized and Prime Lard 
Neatsfoot Oil. Wa- | Homogenized 
terproofs, re-| 


serves leather, | 2 

boots, shoes, sad- | A , 

dies, luggage. | \ waned 
SOPTENS on) PRIS F AVES - — Saddle as 


fate 
wuarsitwé CO Animal Shampoo | Waterproofing for canvas 
awnings, tents, tarps, brick, 


COON Animal Hair- 
~— dressing | cement, stone, wood. 
Neatsiene Harness Ol! Dist’d by whle., bde 
. by NEATSLENE CO. will supply, drag and 
Omoke 8, Nebr., Roy W. ‘‘Shep'’ Shepard saddlery bouses. 




















SENSATIONAL 


NEW LOW PRICED CHAIN SAW 


20° SIZE $235 00 F.0.8. ASHLAND 


“HOTTEST ITEM IN THE 
CHAIN SAW FIELD.” 


LOMBARD 6 Main St., Ashland, Mass. 





HOUSEHOLD 
SCALE... 


A standard item with all house- 
ware departments. A scale of 
dependable accuracy built to 
last a lifetime. Finished in 
white durable enamel. Capac- 
ity 25 Ibs. by 1 oz. 


See your jobber 
HANSON SCALE CO. (Est. 1888) 
Northbrook, Illinois 
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Model 2000 








DECEMBER, 1953 


FARM EQUIPMENT 


806 Peachtree St., N.E. 


Section of SOUTHERN HARDWARE Atlanta 5, Ga. 


SOUTHERN FARM EQUIPMENT Section for DECEMBER, 1953 





‘WY DEMONSTRATIONS 
EAGLE HI 


HIT THE BULLS-EYE 
IN TRACTOR SALES 


NEW TRACTORS-+"NEW IMPLEMENTS 


Hitches hold the spotlight—and Case dealers hold the edge with Eagle 
Hitch. Field demonstrations . . . the demonstrations that sell . . . prove 
its constant-depth principle, its one-minute hook-up sitting down . . . its 
simple, sturdy strength. Case dealers have new tractors with Eagle Hitch 
—the 2-plow “low-seater” and the new Model “SC” Mat pulls three 
plows in most soils. They have new Eagle Hitch plows with break-away 
safety from buried stones, plus PIVOT-ACTION for uniform furrows 
on contour curves. They have PIVOT-ACTION also in new Eagle Hitch 
mounted harrows. With Eagle Hitch on three sizes and many other mod- 
els of tractors, Case dealers have the inside track to successful selling in 


a broad-based market. J. I. Case Co., Racine, Wis. 
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| SUPPOSE it is natural for we 
service managers to lay the 


blame for excessive labor turn- 
over on the calibre of men we 
have to hire. But in all honesty, if 
this organization were troubled by 
this problem, I would have no such 
excuse. This company has a wait 
ing list of men who are anxious to 
work for us. All of them are re- 
liable men, currently holding down 
good jobs. Still they wish to quit 
their present jobs and go to work 
for us. Good working conditions 
that’s the answe! 

Admittedly we do have a pretty 
nice place to work. The shop is 
clean and it is large and well 
equipped During the winte: 
months it is heated, with the tem 
perature coatrolled automatically 
During the ummer 
don't suffer from the heat. Big 
doors to the shop provide a breeze- 
way that keeps us cool, Shop em 
ployees appreciate a clean and 
comfortable place in which to 
work. They'll leave when condi 


mechanics 


Mechanic Shortage ? 
Not in This Shop! 


By H. R. Watson 


Service Manager 
Valley Implement Co. 
Harlingen, Tex. 






Left, Watson assem- 
bies his shop force to 
acquaint them with 
some new factory 
methods of servicing 
tractors. Three of 
these employees 
have been with the 
firm for ten years. 
The compony is ever 
mindful of good 
working conditions 



























tions are not satisfactory 

As service manager I have full 
authority to hire and discharge 
men in my department. Though 
I've been in my present job for 10 
years I have yet to fire the first 
employee. In hiring a new em- 
ployee I make it a point to have 
Harold Myers, the company man- 
ager, interview the applicant. This 
is important, for the manager is 







Modern shop equipment such as 

the chain hoist shown above and 

the generator tester, below, helps 

reduce excessive labor turnover 

in the service department. Com- 

pany has other employee benefits 
that pay off 










EJ 





















responsible for all company opera- 
tions. This is part of the teamwork 
which makes the difference be- 
tween a good and a poor place to 
work, 

In screening the applicants for a 
job and in making a choice, I am 
as concerned with the applicant's 
personal life as I am with his 
qualifications as a mechanic. 

Once an applicant has been 
hired, it is important to keep him 
happy. To this end, all of our shop 
employees are paid a_ straight 
salary. This adds to their feeling of 
security. Employees are paid twice 
a month. As a rule their salary for 
the second two weeks is higher 
than for the first two. We will con- 
tinue to raise the salaries of our 
employees until they are the high- 
est paid in the area 

During the first year an em- 
ployee receives two weeks vacation 
with pay. After employees have 
been with us 15 years, they receive 
three weeks’ vacation with pay 
In addition they have the pro- 
tection of hospitalization 


Salary System 


The salary system works best 
for the company too. By paying 
our employees a salary we have 
better control over their work. We 
can assign them a job and instruct 
them to turn out first class work 
regardless of the time it takes. 

When working on a commission, 
employees sometimes get the idea 
they are working for themselves 
and the employer can put up with 
their work and their attitude or 
look for someone else. In such a 
Situation, the service manager has 
no choice but to channel the best 
paying and easiest jobs to the 
mechanics he considers most valu- 
able. This works a hardship on the 
others who may be just as efficient, 
but not as fast. They often resent 
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When customer has 
major complaint, 
Watson takes him to 
see Harold Myers, 
company manager, 
right. Teamwork 
keeps customers sat- 
isfied. Below: Wat- 
son, at desk, insists 
service managers 
need place where 
customers can talk 
with some privacy 


being pushed around and quit 

Constant labor turnover also 
confuses the customer. They begin 
to question the reason for the dif 
ficulty. Usually one of the men 
who has quit provides a custome! 
with this version: “We have to 
knock that work out at top speed 
or we don’t hold our jobs.” The 
inference is that quality work is 
sacrificed for speed. And if that 
customer has experienced a “come 
back,” and argued with the me- 
chanie who did the original work 
he believes the mechanic's story. 

We have no men in our shop 
hired at a salary to take care of 
the commission men’s “come 
backs.” 

When we pay an employee a 
salary we expect his full time and 
our employees know what is ex- 
pected of them. Thus, a customer 
coming into our shop does not find 
one or two men working with the 
others standing around killing 


time. When our shop employees 
have no jobs of their own, they 
either give another man a hand or 
use the time to clean up. In our 
shop there is no rank. No man Is 
considered “above” another. We 
work as equals, and treat each 
other as such. This atmosphere al- 
so adds to job satisfaction. 

A good service manager, if he is 
to be retained, has certain needs 
too. For example, in order to keep 
my department running smoothly 
certain records must be kept. And 
to keep adequate records there 
must be available a desk and suf- 


ficient files. Shop customers fre- 
quently come back to talk over 
problems with the service man 
ager. They should have a place to 
it comfortably—and the floor 
under their feet should be clean 


Cooperation A Must 


There must be a smooth work- 
ing relationship between the serv- 
ice manager and other depart- 
ments or the whole business suf- 
fers. Inter-company problems must 
be worked out amicably 

For example, I do not have the 
authority to order sizable quanti- 
ties of parts, vet I like to have on 
hand those seldom-called-for parts 
the moment they are needed. Mr 
Myers, on the other hand, prefers 
to keep his parts inventory down 
as much as possible. This could be 
a source of considerable friction if 
such problems were not fully dis- 

(Continued on page 76) 
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"We demonstrate to ourselves—FIRST”’ 


“We ‘get the feel’ of every new McCormick’ 
machine before we demonstrate it to our cus 
tomers,’ says Mr. Hoelscher, left, above. ‘We 
try out each new machine in the field. We watch 
it work. These field studies are a team opera- 
tion. Our salesman, Richard Bolf (in tractor 


“then we turn product knowledge 
into customer benefits” 





“When we know the product thoroughly, we 
can pass on to our customers the full benefits 
of our complete knowledge about its opera- 
tion,’”” Mr. Hoelscher adds. ‘‘We know how to 
demonstrate and sell it correctly. As a result, 
our customers have confidence in our recom- 
mendations. We build sales by showing our 
customers exactly how IH farm equipment 
will save them time, cut their production 
costs, help increase their yields.” 


says A. T. Hoelscher, 1H Dealer, Floresville, Texas 


seat), learns how to se// the equipment by try- 
ing it. Alvin Mathews, serviceman (right), adds 
io his service knowledge by watching the equip 
ment at work and seeing how it can be adjusted 
to fit different field and crop requirements in 
our territory.” 


Like so many other successful IH dealerships from coast to coast, Hoelscher 
Truck and Implement Company believes that dealers who serve agriculture best 
are the ones who profit most. Through the broad IH line, IH dealers are in an 
enviable position to enjoy the rewards of helping develop a stronger, more 
prosperous agriculture in their communities. 


INTERNATIONAL HARVESTER 


McCormick Farm Equipment and Farmall Tractors 
General Office, Chicago |}, lilinois 


International Horvester products pay for themselves in use 
Motor Trucks .. . Crawler Tractors and Power Units Refrigerators and Freezers 
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Farm production expenses soared 
from 5.8 billion dollars in 1938 
to 18.9 billion in 1948. After de- 
clining slightly in 1949 expenses 
resumed the upward trend as the 
Korean War opened, and reached 
a record high of approximately 
23 billion in 1952. Expenses de- 
clined about two percent from 
1952 to 1953, and, according to 
the USDA, probably will average 
slightly lower in 1954 
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USDA Reports on the 1954 


Outlook for Farm 


ena or farm machinery, 
equipment and virtually ali oth- 
er farm production items will be in 
adequate supply in 1954 and in- 
dications are that cost rates which 
eased off slightly in 1953 will slide 
further in the new yea! 

However, the farmer's 
will continue about’ the 
Prices received for products sold 
also may average slightly lower 
next year. The result? The cost- 
price squeeze is likely to continue 
in 1954 about the same as in 1953, 
according to the recent issue of 
The Farm Cost Situation, pub- 
lished by the U. S. Department of 
Agriculture. 

The publication states that the 
supply of farm labor and of prac- 
tically all production items will be 
adequate in 1954. “The supply of 
farm labor is expected to be ade- 
quate for high level farm produc- 
tion in 1954. But continued effec- 
tive recruitment campaigns and 
emphasis on using labor efficiently 


position 
same 


will still be necessary.’ 

The publication points out that 
farm wage unlikely to 
change much in the coming year 
good news to farmers who have 
experienced a continuous rise in 
since the war years 


rates are 


wage rates 
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“Farm wage rates in 1953 are ex- 
pected to average less than two 
percent higher than the 1952 
record high and nine percent high- 
er than in 1951. They are expected 
to show little change in the next 
year in view of the outlook for 
farm income and farm labor sup- 
ply.” 

“While the cost of farm equip- 
ment has lagged behind other pro- 
duction costs, the farmer is likely 
to get an even bigger machinery 
bargain in 1954, for prices of farm 
machinery probably will be near 
current levels, but 
may be more 
liberal Production of 
machinery in 1953 will 
moderately below the 1952 output, 
but larger than the production of 
any year before 1948. Lower net 
farm incomes and uncertainty on 
the part of farmers concerning 
future for important 
crops have contributed to reduced 
purchases of farm machinery in 
1953. With the incomes in 
pect for 1954 it is likely that farm- 
machinery 


price conces- 
general and 
farm 


average 


sions 


prospects 


pros- 


ers’ purchases of new 
and equipment will be close to the 
1953 volume 

“Although numbers of farm ma- 
chines have continued to increase, 


Equipment 


new ma- 
have de- 
levels of 
farm 
com- 


purchases of 
equipment 


farmers’ 
chines and 
clined since the record 
1951. Numbers of important 
machines such as tractors, 
bines, corn pickers and milking 
machines will continue to increase 
in the ahead, but an in- 
creased proportion of the machines 
bought by farmers will be for re- 
placement and the rate of increase 
in numbers of machines on farms 
will be less 

“Prices of fertilizer are current- 
ly about 1.5 times 1935- 
39 average and are slightly above 
those in 1952-53. On the whole, 
little present price 
levels is expected for the 
year. However, prices may be low- 
er for some particular kinds. Pre- 
liminary estimates indicate the 
aggregate supply of the 
major plant nutrients for the 1953- 
54 season probably will exceed the 
record output of 1952-53 by 
around 13 percent. The supply of 
nitrogen probably will be up 11 
percent, that of phosphates about 
and potash 


years 


their 


change from 


coming 


three 


12 percent greater, 
about 15 percent 
“Prices paid by farmers for mis- 
cellaneous farm supplies were 
(Continued on page 76) 
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** 
Ler me confess, 


the Season has a way with me 


“For | like Christmas in all its 
vivid glory. I like the festive air, 
the tinseled trees, and the gaily ribboned 
packets. I like the cheerful greetings 
that pass from friend to friend, 


and the smiles exchanged with strangers 


“1 like the way that Christmas has 
of shrinking time and distance, of transporting 
thoughts of dear ones across the vistaed miles 
its way of cooling burning wounds of Thoughtlessness, 


and melting Sorrow’s shadows with its warmth 


“And most of all, | like the Christmas Story 
the story of the stable and the manger, of the 
shepherds and the Magi the story of the angels 


and their carols in the night 


*‘Now some have said that Christmas is for children 


“If this is true, 
then let me shed these years 
Let me forget this “dignity”’ that Age impart 
this “discipline” that Time impose 


and be a child again 


‘For I confess, 


the Season has a way with me 


me Otte, 


JOHN DEERE “*® = Moline, Illinois 


Quality Farm Equipment Since 


AAS 
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Manufacturers’ catalogs, left, are guides to 


inventory file. 


Stock cards, below, give 


complete information on individual parts 


in this parts department 


By W. O. Givens 


A PERPETUAL inventory system, 


originated and put into op 
eration by the parts manager, has 


resulted in increased profits in the 


parts department for Yielding’s 
Farm Store, farm equipment deal- 
ers in Birmingham, Alabama. 

Gordon Gilliland, parts manager 
for the store which operates unde1 
the management of Howard Yield- 
ing, is convinced that accurate 
parts control is absolutely essen- 
tial to satisfactory profits 

“Keeping an exact tab on every 
part at all times has been of tre- 
mendous advantage to us,” he said 
“With our system, we are able to 
keep an adequate stock of parts on 
hand without overstocking. That's 
the key to a good—and profitable 
—parts department.” 

The store’s inventory file is in 
compact cabinets immediately be- 
hind the parts counter. The files 
are divided according to manu- 
facturer, then subdivided accord- 
ing to parts. The guides to the in- 
ventory file are the various parts 
catalogs compiled by manufactur- 
ers. 

From the catalogs are obtained 
the guide numbers which appear 
on the bottom of all inventory 


Inventory file is in compact cabi- 
nets immediately behind the parts 
counter. These files are divided 
according to manufacturer, then 
subdivided according to parts 


cards for pin-point reference 
Each inventory card contains 
the following information: name 
of part, manufacturer, quantity in 
stock, price, and bin location. Also 
indicated are any interchangeable 
parts in other lines-that happen 
to be in stock. Scattered through- 
out the files of white cards are 
blue ones. These tell Gilliland at a 
glance that a given part is not in 
stock—and list a substitute 


WANT 
\\ WEAR 


These blue cards are not re- 
moved even when certain parts 
are out of production. They are in- 
valuable aids when a customer 
calls for a part no longer made; 
they guide the parts man to a 
substitute, thus saving time for 
both and avoiding possible loss of a 
sale 

To keep his inventory up to 
date, Gilliland notes each sale on 
the proper parts card—immediate- 
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Only the pipe with the stripe/ 


A 


“ GIVES YOU 


THIS / 


GUARANTEE 
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. i" mater 
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Carlon pip is gual anteet 
nansh'p and t 
wn sccordanct with 
All Carlon P 
4 electroly «f 


» pert rn 


work! Carlon’s 


nec! 
ipe | sy 


proud to supply the very best in thermoplastic ex- 
trusions. Only materials meeting Carlon’s rigid 
standards of quality are used in the manufacture of 
CARLON Plastic Pipe. Every foot is factory-tested 


Only CARLON ... the first real pipe that is plastic 
..+ gives you a genuine guarantee of quality and 
performance. Compare Carlon’'s guarantee with any 
other ... it has no equal. CARLON is uncondition- 


ally guaranteed to render satisfactory service . . . 
otherwise, Carlon will replace the pipe or give you 
credit. You can't go wrong with CARLON. 


at greater-than-working pressures for more 
than 8 hours to assure the most efficient serv- 
ice throughout the life of the pipe . 


As a leading producer of tubular goods, Carlon is 
a : cABlo, 


CARLON PRODUCTS 
CORPORATION 


Pioneers in Plastic Pipe 


Send for 
literature today. 


CARLON plastic pipe Is produced in Ohio, Colorado, Worth Carolina, Oregon, Texas and Ontarie + Expert: HE Setzew, New York City TO300 MEECH AVE. © CLEVELAND 5, OHIO 
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Metal bins with mobile shelves contain all engine parts. Metal cabinets are 
used for storing small items such as screws, washers, etc. 


Company also uses a number of 
wooden bins. These are 11 inches 
wide, 6 inches high and 25 inches 
deep. One-inch facings prevent 
items from spilling out 


ly after the transaction. And each 
time he notices a supply dropping 
below a safe margin he reorders 
from the factory. For further con- 
venience, he notes the reorder 
date on the card, 

“In less than a minute, on the 
average, we can locate an item 
for a customer and price it,” 
Gilliland said. “And if we happen 
not to have it—which is rare—we 
can tell him that in a hurry, too 
Then, of course, we order it from 
the supplier 

“Keeping a running inventory 
enables us to reorder when we are 
running low on an item. Equally 
important, we save a lot of space 
because we don't have to bother 
with bulky stocks.” 

Gilliland estimates that the 
store siccks an avereg*® cf 19000 
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parts, valued at $50,000. Almost 
4,000 bins are required for prope 
storing of this broad inventory. Of 
that number more than 1,200 are 
spacious wooden bins, 11 inches 
wide, six inches high and 25 inches 
deep. One-inch facings prevent 
items from spilling out. 

Metal bins with mobile shelves 
contain all engine parts. Metal 
cabinets are used for storing small 
items such as screws, washers, etc., 
for lawn mowers. Other fixtures 
include a steel rack for mowel! 
blades, pitmans, etc., a steel plate 
board, a tool display board and 
front counter drawers for gaskets 
The entire arrangement was 
planned, Gilliland emphasized, for 
orderly stocks and accessibility 

For ease in pinpointing a given 
bin, each row is lettered across and 
numbered vertically. And each row 
of bins contains a complete line of 
parts, so there is no duplication in 
numbers or letters 

At the front counter of the parts 
department, in addition to the 
master parts catalog, is a file of 
obsolete parts. When customers 
call for items in this file, a guide 
number is given for an _ inter- 
changeable part in the regula! 
stock. 

Of callers in the parts depart- 
ment, Gilliland says he sells to 90 
out of 100. For nine of the remain- 
ing 10 he orders from the factory 
That leaves one potential customer 
empty-handed, but the company 
will make every effort to find the 
needed part even if this means 
directing the customer to another 
c'a'l outlet 


The parts department is located 


behind the main sales floor and to 
the front of the service shop. It 
covers approximately 1,750 square 
teet 


+ 


Mechanic Shortage? 
Not in This Shop 


(Continued from page 70) 


cussed and worked out to the bene- 
fit of the over-all operation of the 
company 

Similarly, a service manager 
must be free to confer with com- 
pany management at all times 
This is particularly important in 
dealing with dissatisfied customers 
When I can’t cool off an irate 
farmer, I march him in to see Mr 
Myers. 

As a rule the major complaints 
have to do with one thing—the 
customer feels he has been over- 
charged. It seems that almost 
every customer is of the opinion 
that a service manager is on the 
job for two reasons—to keep the 
whip on his men’s backs and to 
run up repair costs to the limit 

A service manager who is not 
free to take such customers in to 
see the company management is at 
a serious disadvantage. 

Generally, the men _ working 
under the service manager like to 
think of him as another employee 

responsible to someone. When 
this is apparent, and shop em- 
ployees sincerely like the service 
manager they will go all out for 
him as a rule 

But when the service manager 
assumes too much of the attitude 
of a boss, this usually leads to 
lower morale and increased turn 
over in the shop 

In these several ways we at- 
tempt to give our employees 
pleasant working conditions and 
we try to treat them with con 
sideration. As a result, labor turn- 
over has been reduced to a point 
where it is no problem at all 


a 


The Outlook 


(Continued from page 72) 


about one percent lower in June 
than a year earlier but still about 
20 percent higher than in 1947- 
49. Wooden and metal containers 
probably will not be any higher 
in 1954 than they are now, and 
there is some possibility of slightly 
lower prices and more price con- 


cessions.” 
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WINTER 


ee 


Wisconsin-powered Snow Thrower cuts 28” poth. Built 
by Maxim Silencer Co., Hartford, Conn 


to FIT the Fewiiair 
MACHINE JOB 


a rw <} ew loying down o tree-covering mist with Wisconsin powered 
-_ = mi sproyer built by Hurst Industries, inc., Div. of Cardox Corp.,' 
f v4 toe iG 4 4) a Son Jose, California 
4 ws » & _/ 
& 
During the season ahead, you'll likely be faced with tough competitive 
selling. Your Big Problem is to figure out How to Make a Profit in the 
face of a tight farm market. Wisconsin-powered equipment offers a 


solution by providing many opportunities for year-round sales. 


Expand your lines. Fill in the gaps in your present farm equipment 

setup by signing up for Wisconsin-powered lines that do not compete 

with equipment you are already handling. More farm machine manu 

facturers specify more Wisconsin Air-Cooled Engines than any other 

make . . . for powering garden tractors, small rotary tillers, combines, 

hay balers, portable elevators, field and orchard sprayers, hammer 

mills, snow throwers and many other kinds of equipment. Wisconsin : : 

Air-Cooled Engines Fit the Machine, the Job and the Season... a fact Wisconsin-powered baler ot work in Middiewest. The Massey 


Horris Ce Racine, Wisconsin s the t fer 
that is favorably known to most farimers. 


Get a line on new farm equipment lines for 1954 by writing 
NOW for our new 64-page catalog. It shows over 90 different 
Wisconsin-powered farm machines at work. with the names 
and addresses of the builders. Also contains detailed infor 
mation covering the full line of Wisconsin Heavy-Duty Air 


Cooled Engines, 3 to 36 hp 


it's ca rnbine’’ chir husk one 
4-cycle single-cylinder, 4-cycle single-cylinder, V-type 4 cylinder ’ ’ 4 


3 to 6 hp 6 to 9 hp 7 to 15 hp 15 to 36 he corn consin-powered and built by Rosenthal Cor 


Co., 


WISCONSIN MOTOR CORPORATION 


> World's Largest Builders of Heavy-Duty Air-Cooled Engines 
+) MILWAUKEE 46, WISCONSIN 


SOUTHERN FARM EQUIPMENT Section for DECEMBER, 1953 





Miracle Crops in a Drouth... 


Southwestern Economy Improves 


( "ROP MONEY is circulating again 
-in Texas, hub of the South- 
western drouth-stricken region 
and hardest hit by drouth-induced 
crop failures, and although this 
circulating money has not yet been 
of widespread benefit to the farm 
equipment dealer, it has generated 
? considerable amount of opti- 
nism. 

Cotton again is king and un- 
usually heavy yields this year rank 
this crop in the miracle class. Bale- 
to-the-acre cotton is the rule, rath- 
er than the exception in those areas 
where there was precipitation at 
the right time, even in small 
amounts, followed by hot sunshine 
—and there has been plenty of 
that. There are spots, of course, 
where the cotton crop is a failure 
by comparison, but in a general 
sense it has been a miracle crop. 

However, the farmer's first cot- 
ton money goes to the bank, where 
he is in debt, and he is not parting 
with the rest of it to the farm 
equipment dealer as yet, even 
though he needs equipment. Never- 
the-less, that satisfies creditors and 
puts money in circulation. And it 
is proving to be a great stimulant 
to the feeling about future busi- 
ness generally. 

This does not mean that the 
Texas-Southwestern economy is 
out of the woods. At this writing, 
late in October, the drouth holds 
on tenaciously. There were ab- 
normally heavy rains, spotted dur- 
ing August, but they were too late 
to do much good and the hardest- 
hit regions are not recovering. 
There is no question but that soak- 
ing general rains and a wet winter 
are required to put the farm 
economy back on its feet. 

Regardless of that, everyone 
from farmer to branch house man- 
ager in a great portion of the 
drouth-ridden Southwest is feeling 
better about the outlook. There 
are not nearly so many long faces 
and as one branch manager put it, 
“we have come up a long way in 
the past two months.” 
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By Baron Creager 


The situation is looking brighter in the South- 
west. Though that drouth-stricken area is not 
entirely out of trouble some bright spots are 
appearing in the economy. In Texas, as a re- 
sult of heavier-than-expected yields in cotton, 
crop money is again in hand. Improved yields 
in rice, peanuts and wheat also have brought 
smiles to farmers’ faces and account for con- 
siderable optimism at the branch house level 


Cotton is not the only miracle 
crop. The peanut crop is surprising 
in magnitude. In South Texas the 
rice crop—with irrigation, of 
course—is exceeding expectations 
Irrigated sorghums in West Texas 
are reported making 6,000 pounds 
to the acre 

Last spring the bumper wheat 
crop scarcely attracted attention, 
its publicity notices drowned out 
in a lugubrious chorus of complaint 
against the drouth. But now, ob- 
servers realize in retrospect that 
there, too, was a miracle crop 

So some miracle crops in blessed 
and widely-separated sections have 
cushioned a haymaker punch 
swung in 1953 by the four-year 
drouth. And there have been some 
tangible benefits for the farm 
equipment business. 

These may have been shallow, 
yet the branch managers for long 
line manufacturers are not deenly 
depressed. By comparison with 
their individual outlooks earlier in 
the year, they are cheerful. They 
report business off, considering 
last year, but they do not quote 
percentages, leaving the conclusion 
that business has not been as bad 
as was expected. 

A composite picture of the 
situation, as viewed by a number 
of branch managers, might be put 
into these words: The farmer is in 


debt and the first income from 
any crop he makes goes to the 
bank. He is holding on to the rest 
until he finds out where he stands, 
regardless of equipment needs 
Dealers, even where, they have 
light inventories, are reluctant to 
build inventories. They have, in 
many cases, allowed working 
capital to dwindle and must adjust 
themselves to a new situation in 
which scarcity of machinery is no 
longer a factor. More and better 
retail selling by dealers is an acute 
need. 

Only one branch manager inter- 
viewed was convinced that his 
dealer organization was making a 
vigorous effort in the retail selling 
field. 

“Tractor sales haven't started,” 
he said, “but we have sold a world 
of light stuff, such as drills and 
trailers, but these have been sup 
plied direct from the house. Deal- 
ers didn’t have them in stock 

“The situation looks better to me 
than it has in some months. Deal- 
ers are working harder, calling on 
the trade, making demonstrations 
but the farmer hasn't started buy- 
ing the bigger items. Lots of people 
need tractors and heavy equip- 
ment, but just won't buy.” 

The most pessimistic branch 
manager described the current 

(Continued on page 82) 
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Wherever People 
=p Work and Play_ 


They're Buying 
GLEASON WHEELS 
Like These! 


6”, 8”, 10” and 12” Steel Disc, Ball Bearing Wheels with 
Semi-Pneumatic Tires have proved to be the Best Selling 
Wheels for the Hardware Trade. The biggest volume of 
Semi-Pneumatic Tires are made in these sizes. Millions of 
wheels in these sizes are purchased annually by Equipment 
Manufacturers. 


Sell The Proved 5 Best Sellers! 


They are in the vital load carrying range of 60 to 250 Ibs. 
per wheel... for Rotary Mowers, Garden Tractor Accessories, 
Caddy Carts, Garden Furniture and other portable equip- 
ment. An investment of less than $55.00 gives you as well- 
rounded and profitable a Wheel Department as your largest 
competitor . . . all 5 popular sizes in a total stock of only 
23 wheels. 


GLEASON 521 Wheel Deal—Sells Them for You 
(5 Sizes — 23 Wheels) 

Your customers See ‘em, Spin ‘em, Buy ‘em. Wheel Deal 

Display provides Maximum Display Punch in Minimum 


Space . . . Maximum Profit with Minimum 
Effort. Mail the coupon NOW. 





















GLEASON®CORP. hy 


6511 W. Stote Street, Milwaukee 13, Wis. ‘ 





Pleate send us All The Facts on 


the 521 Gleason Wheel Deal. Jouve ‘Ss 


Nome 


Address 





City Stote 








A 7498-1P 
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Company's outside displays give 

prospects opportunity to ap- 

praise equipment leisurely, with- 

out having to deal with sales per- 

sonnel. any customers prefer 
this type of “privacy” 


By Stuart Covington 


Outside 


Displays 


sell more farm equipment 


hartge TRACTORS and imple- 
ments “where they can’t be 
missed” has proved to be an un- 
usually effective selling method 
for Carothers, Inc., farm equip- 
ment dealers in West Point, 
Mississippi. 

Believing that one of the most 
important rules of salesmanship is 
that of displaying a product where 
it can be seen most readily by 


prospects, the company has fol 
lowed the rule to the letter by 
placing an assortment of new and 
used tractors and implements at 
the curb of the street on which the 
store is located 
The company is 
of West Point's principal streets 
near the outskirts of the busines 
district. “We estimate that approxi 
mately 20 percent of our tractor 


located on one 


from this 
Caroth- 
business 


sales are now derived 
street display,” said J. G 
ers, who operates the 
with his brother, R. C. Carothers 
“A large number of the farmers 
coming into West Point use this 
treet and pass our place of busi- 
ness,” Carothers continued. “There 
packing company and 
located nearby, 


is a large 


two school so we 
get plenty of rural traffic. This led 
us to try a street display 

Because there is no heavy shop- 
ping done on the block where this 
store is there is little 
parking, and the city has raised no 
objection to the use of the curb as 
a display area. Tractors and imple 
ments line the curb for about a 
block, offering passers-by a wide 
variety of equipment to examine 
The display remain in place 
throughout the week. 

(Continued on page 87) 


located, 


J. G. Corothers, center, a co- 
owner of this business, explains 
features of a tractor to several 
prospects who have been at- 
tracted to firm's street displays. 
He estimates that 20° of com- 
pany's tractor sales are results 
of these outside displays 
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Planet Jr.. 


The FIRST Name The Planet Jr. name on agricultural and garden 


implements has been a familiar symbol of dependa- 


in Garden Tractors bility for over 80 years. Today, your garden tractor 


customers likewise recognize it as a guarantee of 
workmanship and performance. You'll find tractor 
sales come easier, more frequently, when your cus- 
tomers see “Planet Jr.”’ . . . the first name in tractors. 


Shown here are a few of the new and 
improved models that typify the progress 
that keep the Planet Jr. name first. 


NEW | 4 Reverse power for the 
@ popular model B-8, 
2% h.p. (Also available without reverse.) 
New attachments include 20°’ power saw 


with tilting arbor, rotary tiller, and 
rotary mower. 











% 
es, 
NEW BP-1, 2 h.p. with many NEW Tuffy — just over a year old NEW rf Super Tuffy, with new 
@ engineering improve- @ and still causing excitement @ design, new power, 


ments for greater efficiency. New power among dealers and customers everywhere. | h.p new attachments. 14 h.p., tubular steel 
sow, rotary tiller and rotory mower with cultivator, trailer cart, snow plow and handles, all steel frame, ground-gripper 


attachments. grader, lawn seeder, vegetable seeder, rotary tires, fingertip controls—oall Tuffy 
mower, rotary tiller, lawn mower hitch attachments 








—— 
Y Send for details today 
FINEST ZA S.). ALLEN & CO., Inc. 


3421 N. 5th St., Phila. 40, Po. 


IN THE FIELD — FF Gentlemen: 


Please send me complete details on the new Planet Jr. tractors and 


Pl t attachments. Also | | agricultural implements garden tools tillage steels 
anr.et JY. Nan 
R 


ADDRESS 





CITY ZONE STATE 
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His sales campaign promotes 


Profits on Used Equipment 


Promotion of reconditioned ma- 
chinery has given J. D. Wood 
that added source of profits 


Gres OF reconditioned equip- 
t\Jment not only are providing the 
J. D. Wood Implement Co., Lonoke, 
Arkansas, with an_ important 
source of profits but are proving 
to be a completely effective mean 
of keeping a shop force of six 
mechanics constantly busy 

J. D. Wood, owner of the busi- 
ness, admits no little surprise ove! 
what has been achieved during the 
first half of 1953 as a result of in- 
tensified activity in the shop and 
in the promotion of reconditioned 
equipment. 

Until this year, Wood said, vol- 
ume and profits on reconditioned 
equipment were small. 

“But looking into the future, I 
decided that the dealer who 
wanted to keep on doing a profit- 
able business would De wise to 
give special attention to providing 
his customers with a really wide 
selection of dependable, recondi- 
tioned tractors and implements 
When a slack period came in sales 
and repair volume, we immediate- 
ly began buying all the good used 


82 


Here's a dealer with no fear of trade-ins. In 
fact, he's adding to his profits—and keep- 
ing his mechanics constantly busy—by go- 
ing out and buying used machines and re- 
conditioning them for resale to customers 


equipment we could find, then 
turned it over to our shop for re 
conditioning 

As the plan worked out, the 
hop was constantly busy all win 
ter, At the end of the 90-day peri 
od, a usually slow period for ou 
shop, we had a shed full of re- 
conditioned equipment that looked 
© impressive and sold so fast that 
we were forced to continue buying 
and reconditioning used equipment 
for resale.” 

Wood claims that his hunch as 
to the 


proved to be correct. Sales of new 


probable trend in sales 


equipment were low early in 
1953, while the demand for good 
reconditioned units is on the ris¢ 
“We recondition this equipment 
as fast as we bring it into the shop 


and have it ready for display and 
resale with minimum loss of time 
Our sales hold up consistently be- 
cause we have the machinery 
ready when it is wanted. Today, we 
eldom have to tell a customer 
that we don’t have what he wants 
when turnover is 
very fast, we do have to ask a cus- 
tomer to wait a few days. But we 
always know where we can find 
units to buy. The repair depart- 
ment does the rest.” 

Of the six mechanics, four work 
in the shop, while two set up ma- 
chinery and drive trucks and also 
keep in contact with customers 

Sometimes—more often now 
than formerly—used equipment is 
taken in trade on reconditioned 
equipment. Wood admits that this 


Occasionally, 


Reconditioned equipment is displayed under this shed 
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‘ a so oe 





a STEP sy in Massey-Harris Quality Control 


% eh 





how SIMPLE CHECK SHEETS 


control the quality of a 41 hp tractor 


. .. the quality that builds sales 
and customer satisfaction 


A' Massey-Harris quality control is wrenches to maintain these settings longer life, better performance and 
a practical, common-sense system within accurate tension limits. This greater customer satisfaction into each 
of uniformity in every construction eliminates bolt stretching and crystal and every product that carries the 
feature from gear tolerances to the lizing assures solid, perfectly align- Massey-Harris name. As a result your 
tension on nuts and bolts. What those ed assemblies over more vears job as a Massey-Harris dealer is mace 
tolerance and quality requirements are , easier. You have more to talk about 
Every transmission gear is checked 

is all outlined and detailed on record 
for backlash. Not 
sheets for each and every part and 


and demonstrat more to offer in 


1 visual inspection 
terms of quality and dependability 


but one made with sensitive, preci 
sion) oinstrument that expose iny set 
- . he It will pay you to look into the Massey 
This quality control is thorough : of gears exceeding quality control 
Harris franchise. There may be a deal 
complete. It seeks out the slightest limits 
ership epen in your area now, Por com 
error in material, men and machines to 
Another check shows the loading on plete information, write the Massey 
give you a more salable product > . 
bearings. Pressures are thus controlled Harris Branch nearest you 
For example, the tension on every to prevent burning and hammering 
nut in a Massey-Harris is established to assure free-running, long-life, better 
by field research. Workmen use torque field performance 


component 


THE MASSEY-HARRIS COMPANY 
Quality Avenue 7 Racine, Wisconsin 


At each station on the assembly line BRANCHES AT 


similar checks on all parts guard qual Atlente, Ge.; Batevie. NM. Y.; Columbus. Chie 
ity help build into Massey-Harris Dolias, Texas; Denver, Colo.; Des Moines, lowa; 
Fargo, N. D.; Indianapolis, ind.; Kansas City, 
Kon Memphis, Tenn; Minneapolis, Minn 
handling and servicing so necessary to Quake. tbe, Gettent. Gro. Renton 
an efficent tarming operation Stockton, Collf. Sub-branches: Amarillo 
Enid, Okla Horrisburg. Pa los 
It is thus that Massey-Harris builds Colif.; St. Lowis, Mo.; Wichite, Kan 


Pre n dial 

tor registers backlash 

n transmission and 

differentico! gears 

This operation is -) WHS 
avality controlied to 


a thousandth part of 
on inch America's Fastest-Growing Full-Line Implement Company 


tractors the power, economy, ease of 
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The Most Advoneed. Line of 


ever offered the 


® Early morning check-up in front of Henderson Trac- 

tor building, as Ernie Wollen starts third Owner-Service @ View of Henderson Tractor sales floor. Interior finish 

Truck on its way (the other two are already out at work). is knotty pine. Tack map showing owners (at right) is 
always on display and up-to-date. 


© Front view of Parts and Accessories display counter ® General view of Henderson Tractor Service Shop, which is 


as Parts Manager sells a swinging drawbar to customer. headquarters of a full-time 5-man shop and field service operation. 


12 “MUSTS’ for a Successful Dealer 


Here, according to Manager Ernie Wollen, are the 12 things, 
in addition to overall good management, which he regards 
as essential in a profitable farm equipment dealership: 


Up-to-date prospect file And, for Used Equipment — 


Close follow-up . Sell new before appraising 


a 
2. 
3. Well trained salesmen used 
4. Proof by demonstration . Up-to-date buying sheet 
5. 


Prompt service with good Quick conditioning for resale 
facilities . Good display 
. Adequate parts stock . Price tagging and pricing 


. Inventory controi right for market 
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Paul Henderson Tractor & Equipment Company 
Beatrice, Nebraska 


And when Paul Henderson makes a statement 
like that, he should know. He sold his first Ford- 
built tractor—a Fordson—34 years ago, and he’s 
been doing a profitable business with farmers 
in the area surrounding Beatrice, Nebraska, 
ever since. 


“Try it Before You Buy it” 


“In those early days,” says Henderson,“you had 
to sell a farmer on power farming—show him 
how he could do his work better and cheaper 
with a tractor than he could with horses. It was 
the Fordson Tractor that proved to him it 
could be done.” 


Conditions nowadays are vastly different, but 
Henderson Tractor & Equipment Company still 
finds that it pays to sell farmers on the basis 
of “Try it before you buy it,” and to back up 
their sales with top notch service. 


A Successful Past — A Promising Future 


Mr. Henderson talks about the present and the 
future with contagious optimism. “With today’s 
Ford Tractor and Dearborn Implements,” he 
says,“we have what I regard as the most 
advanced line of power equipment ever offered 
the American farmer. I wouldn't trade the sales 
and profit opportunities I can see today for those 
of any other farm equipment line in the indus- 
try. And what we've done in the past in the 
way of service to farmers shouldn't hold a 
candle to what we'll be able to do in the future.” 


What Henderson Tractor has done in the 
past is considerable. Out in southeastern 
Nebraska, they'll tell you that this company is 
one of the very best in the farm equipment 
business. And when Paul Henderson can look 
ahead with the confidence and enthusiasm he 
shows today, it’s pretty good evidence that the 
Ford Tractor Franchise is a good one on which 
to build a business for over the years. 


@ Frequent get-togethers between Owner Henderson 
and Manager Wollen (left) contribute to successful 
operation of the business. 


FORD TRACTOR DIVISION 
FORD MOTOR COMPANY 


Birmingham, Michigan 


FARM EQUIPMENT 





[TRACTOR | 
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Work in the shop is assigned in accordance with the special skills of 
mechanics. This employee works with big press used for stamping out 
special parts. Company employs six mechanics 


presents an added problem, for the 
farmer who wants to buy used 
equipment and offers older equip- 
ment in exchange frequently has 
little more to offer than junk. 

Though Wood has no special 
formula for dealing with such a 
Situation, he is careful not to 
sacrifice his profit in such a deal. 
He knows when the equipment ac- 
cepted in trade has no value except 
as old iron, and the price he offers 
is in line with the value of such a 
trade-in. 

Work in the shop is assigned in 
accordance with the special skills 
of the mechanics. One devotes his 
time to welding. Another works on 
starters, while a third has marked 
ability in operating the big press 
that stamps out special parts. 

Though’ reconditioned equip- 
ment is not guaranteed, necessary 
adjustments are made when equip- 
ment later proves defective. 

The service shop is equipped 
with the power tools and hand 
tools needed by the six mechanics. 
Wood strives to avoid slack periods 
in his shop, and the men do not 

rant these, for the more work 
processed, the higher their in- 
comes. 

Wood is convinced that his in- 
centive plan for mechanics has a 
direct bearing on shop production. 
All mechanics receive a_ base 
salary, plus a bonus based on pro- 
duction and their length of service 
with the organization. This bonus, 


86 


payable at Christmas, is computed 
on the basis of $50 for each year 
of service the employee has. In 
addition, a percentage of net earn- 
ings is prorated among the 
mechanics. 

Employment is stable in this or- 
ganization. During the past, this 
has, at times, worked a hardship 
oun Wood. But since he keeps the 
repair shop filled with work, slack 
periods have been eliminated and 
along with them the necessity for 
reducing the shop force. 

Each mechanic receives two 
weeks vacation a year, one week 
with pay. The other week usually 
is taken by the men during the 
hunting season, a couple of days at 
a time during duck, deer and tur- 
key season. 

None has ever been discharged 
during the 25 years the company 
has been in operation. One has 
worked with the company for 20 
years, another can point to 14 years 
of service, while the entire force 
has an average length of service of 
nearly seven years 

Wood is so aggressive in his 
buying of used equipment that he 
has beea forced to take warehouse 
space in another location. The yard 
adjacent to the sales building is 
filled with equipment and contains 
also a long display shed where re- 
conditioned equipment is offered 
for sale. 

Wood emphasized that good dis- 


play is an important factor in 


large-volume sales of reconditioned 
equipment. Although he does have 
the special shed for showing used 
equipment, he frequently displays 
new units along with the old. This 
gives the prospect opportunity t 
compare and be assured that a 
thoroughly reconditioned unit 
with new parts installed and a new 
paint job, can be a good buy 


. 


Southwestern Economy 
Shows Improvement 


(Continued from page 78) 


economy as “pretty rough.” He 
said: 

“Farmers are not buying what 
they need. Most of them are in 
debt to their banks and the banks 
get the first crop money. This may 
level off in the near future, but I 
don’t look for much better condi- 
tions until the first of the year 
There is still much distress mer- 
chandise on the market.” 

Another noted the absence of 
tractor sales and thought the late 
season for cotton, still being 
harvested in late October, would 
further delay the flow of farm 
money to the implement dealer 

“Farmers are going to sit tight 
with new acreage quotas in pros 
pect, and hold on to what crop 
money they have until they see 
where they are,” he predicted 

“Meanwhile, dealers are slow to 
buy for they have had no ex 
perience with big inventories over 
the past 12 years. Shortage has 
prevailed and it has been a ques- 
tion of getting merchandise. In 
many cases working capital ha 
been allowed to shrink. Under 
such conditions, we are not trying 
to load up a dealer, we just want 
him to maintain an adequate and 
balanced inventory. It is my 
opinion that in the final analysi 
genuine retail selling is what we 
need most.” 

One branch manager had found 
“a marked improvement in_ the 
past two months,”’ September and 
October 

“Although our business is be 
hind that of last year,” he said, 
“things started good in 
September and in the last two 
months ‘business has picked up 
considerably. There is generally a 
better feeling, not that we are 
through the worst of it, but people 
generally just feel better over the 
improved situation. Of course 
there is practically no ‘forward 
buying by dealers. They carry a 


going 
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sample, sell it, then want us to re- 
place it overnight from the house. 
But in these cases we have to tell 
them we'll have to look around a 
little for a replacement.” 

A branch manager who pointed 
with pride to his factory's produc- 
tion policy said this policy left his 
dealers in a rather enviable posi 
tion, with many competitive deal 
ers still under a heavy load of in 
ventory. He conceded that he had 
sensed more optimism in the early 
fall than has existed for month 


“The big problem is that the 
dealer doesn’t seem to recognize 
his ‘position, doesn’t get out and 


work the trade and doesn’t know 
what a good prospect is,” he com- 
mented. “If anybody comes into a 
dealer's place he is generally run 
in by competition. 


“There is not enough of the 
good, old-fashioned selling tech- 
nique. Call it ringing door bells 
Today’s salesman doesn’t know 


how to sell. Old Man Shortage has 
been the salesman. But in the end, 
I believe we will have better deal 
erships and better salesmen.” 
Comments by branch managers 
as reproduced here, with emphasis 
on the need for retail selling, is a 
sure sign of returning confidence 
at least with factory people. Not so 
long ago some of these same 
branch managers were conceding 
the uselessness of a retail organiza 


prospect. Usually the farmer will 
agree, and frequently sales are 
closed at the completion of the 
demonstration Occasionally a 
prospect makes a purchase on the 
spot, without benefit of a field 
demonstration. When a sale is not 
made in these the 
prospect’s name and address is ob 
tained and he is called upon late: 

No effort is made to sell 
tomers who are seen inspecting the 
street display. Here, the Carothers 
feel. is an effective sales tool which 
should be used to the 
possible advantage. Farmers 


instances, 


cus- 


greatest 
who 


will not venture into the com- 
pany’s display room for fear of 
being “sold” a tractor or imple 
ment enjoy the “privacy” afforded 
by the street display. Here, they 


can appraise farm equipment at 
their leisure without having to 
deal with a salesman. Here, they 


can return whenever they wish for 
a second look. In turn, Carothers, 
Inc., may conduct a brief demon- 
stration on the spot by running the 
the street for a short 
distance as a means of quickly 
the mechan 


tractor up 


pointing out some of 


ical features of the equipment 





for 





When you sell TeeJet Spray Nozzles to your customers 
you can be certain of satisfied customers on every sale. 
The performance specified in TeeJet bulletins and data 
sheets tabulates the exact kind of performance 
each nozzle will give. You and your customers can 
dependably follow nozzle specifications in TeeJet Spray 


ance.-- 
and performance as $ 


SPRAY NOZzZL 


~ 
+ 


pecified 


THE Engineered LINE 








WITH FLAT 
SPRAY PATTERN ~ 


tion attempting to sell anything to 
a farmer. Branches and dealers 
were thoroughly scared then 


Nozzle selection to meet the requirements of all 
equipment and chemicols. It is this accuracy and 
dependability in performance that makes TeeJets 


But if the rains come in Texas the preferred nozzles among equipment builders 
and the Southwest it is an indi- For effective farm spraying sell the dependable 
cated certainty that dealers will best... sell Teedet. 


renew acquaintance with the big 
inventory 


o 


Outside Displays 
Sell More Equipment 


(Continued from page 82) 





CONEJET 


FLAT SPRAY 
& Potent N 
2.621.078 


DISC TYPE 


GunJet 








CONE JET 
NOTTZLE 








DISC TYPE 
NOZZLE 





Teelet interchangeable orifice The new heovy duty : 
tips over 400 types ond gun type unit, Qual Cone Spray Nozrrles wide 
“op. 9 ai an . : 7 sizes for every farm spraying ty built of of! brass ly used in spraying insecticides 
Hardly a day passes that sev- need. A range of sizes that's with hardened stoiniess steel Non-clogging Write for Bulle 














eral persons do not stop to take a exclusively Teedet orifice tips. Write for Bulletin 6s tins-61 ond 59 
look at the display,’ Carothers 
oom Mult 
said. “Some of them look for a few witoodet 
-y Eyelet Teelet ip Adjustable 
minutes and others for the bette: fits direct- Gonaies Patent 
. ! on boom 619 Sin 
part of an hour. Frequently, a ogg take Tip 
farmer will spend some time look- of wide ronge 
of fittings in- 
ing over a tractor or implement, cluding swivel "Sast ore 
' 
then will visit the store seeking See ee BoomJet for weed control 
- : : . 99 shacks oe Adjustable Tips provide f® grains and grasses ond other 
further information. coge ee setting of spree from solid | general breadcast uses such as 
. "aCe . . » ore : os stream to fine atomization sproying of liquid fertilizers 
In such cases, one of the owner: Patent No, strainers end wlth Gund Gale taaees fl feeclie aaties ante at tee 
or their salesman, Curtis Lewis, —— TeeJet valve unit wide Write for Bulletin 66 
after answering the _ prospect's FOR COMPLETE INFORMATION . .. write for general TeeJet Bul- 


questions and pointing out various 
features of the equipment in which 
he is interested, proposes a field 
demonstration—either immediate- 
ly or at a time convenient for the 





letin 58, any of the bulletins listed above, and name of your nearest 


distributor. Join the TeeJet profit parade by selling the TeeJet line. 


(SPRAYING SYSTEMS CO. 


eee “ —a 
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3277 RANDOLPH STREET 
BELLWOOD, ILLINOIS 


tee 
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The two best selling points a 


cake pene le D BE, 
, are. ' 
Dede a 


~~ 


lenty of extra capacit 


Ew BIDEA 


eames gem A 


4, 


15 P.T.O. model 


the new No. 


There are many reasons why a 

New IpeA manure spreader gives your 
customers more value per dollar 

. such as even spreading, large upper 
evlinder, heavy duty distributor, 

steel frame lined with wood, 

extra capacity ... but the REAL reason 


for owning a New Ipta spreader comes 
New loka No. 15—Power take-off, rides on big 9.00-24 tires, 


from a comparison with other has four different feed ranges for each forward speed of tractor. 


spreaders, Nt “ Ipt A spreaders 
just give more for the money . . . 
outperform and outwear others 


. and your customers know it. 


NEw [pEa 
FARM EQUIPMENT COMPANY 


em, 45 


COLDWATER, OHIO, U.S. A. 


New lota No. 12-A—Has 5 different conveyor speeds. Specially designed 
for 7.50-24 tires. The largest ground wheel driven spreader available. 





> 


EM ee 


Pa 


Spreader could have 


- ae just the fact that ~ 


its a NIEw [DEA 


To get the farmer's dollar today, 
what you sell must produce re- 
turns ... that’s why it’s an easy 
job to sell NEW IDEA manure 
spreaders. They pay for them- 
selves quickly. 


New 106 No. 14-A—Has 6 different and positive conveyor speeds. Rides 
on traction type 7.50-20 tires. Ideal for frequent hauling on livestock farms. 


ett eile a 
> 


New Iota No. 10-A—For use with tractor or team. Five 
different conveyor speeds, rubber tires or steel wheels. 


; ae Th ee bs sae at gi ae MESSE 
jo ate eS ye ee 
a ae Re m 





Another advantage of the street 
display is that a large part of the 
firm’s tractor and equipment in- 
ventory can be displayed simul 
taneously. Ordinarily, about four 
tractors and two to three imple 
ments are on view, but there is 
room for several more pieces of 
equipment, The display has been 
the cause of considerable, favor 
able comment by West Pointers 
and the owners of the business be 
lieve that some of these comments 
will pave the way for future sales 

These dealers have relied heavy 
ily on the visual selling angle and 
with what they feel have been 
good results 

“We sell a built-in tractor radio 
that fits into the tractor’s fende1 
Carothers said. “Recently I turned 
on one of these radios full blast 
and drove a tractor slowly through 
the business district several times 
on a day when I believed a lot of 
farmers would be in town 

Since our tractors are small, we 
often have difficulty in convincing 
prospects of their power,” Caroth 
ers explained. “So whenever I! 
have occasion to attach a heavy 
trailer to one of them, I make a 
point of driving the rig through 
the busines district so that as 
many persons as possible may ob 
erve its pulling power.” 

Because the West Point locality 
is fast winning attention as a fer 
tile farming area, a large numbe 
of northern and western folks are 
settling in the region, creating a 
big new market for farm equip 
ment. To reap the greatest possible 
benefit from thi market the 
company has worked out an agree 
ment with a local real estate dealer 
under which the company receive 
the names and addresses of person 
purchasing farm property in the 
West Point area \ letter is di 
atched promptly to each of these 

viting them to visit 


their farm equip 


Buda Co. Purchased 
by Allis-Chalmers 


THE ALLIS-CHALMERS Mfg. Co 
has assumed operation of the Buda 
Co 72-year-old Harvey Ill 
firm, according to W. A. Roberts 
Allis-Chalmers president 

Operating as a division of Allis- 
Chalmers, the Buda Co. will con- 
tinue to manufacture, distribute 
and service all items in its regular 
line of product which includes 





gasoline and diesel engines, rail- 
road supplies, platform shop 
trucks, industrial towing tractors, 
fork lift trucks, and earth boring 
machines 


o 


New 100 Bushel 
Power Spreaders 


THE OLIVER CorP. announces the 
production of a new power take- 
off spreader, the Oliver No. 100 
The 100-bushel capacity machine 
is designed for farms and dairies 
where large quantities of manure 
must be spread in the least possi- 
ble time 

According to the manufacturers, 
the No. 100 gives an unusually 
wide spreading range—five un- 
loading rates for each forward 
speed of the tractor, thus providing 
a spreading rate for every applica- 
tion—from top-dressing to putting 
down a heavy blanket of manure 

The new spreader also offers in- 
dividual conveyor and mill mech- 
anism control which allows the op- 
eration of the apron and mill in- 
dependently. With emphasis on 
trimness, flare boards and fenders 


of the No 


boards can be independently re 
placed 

Other 
claimed for 


important feature 


Perfect balance 


100 are flanged; there 
are no sharp protruding edges; the 
box is of rot-resisting wood; side 


this machine are: (1 
Oliver's inverted arch which elimi 
nates obstructions in loading. Thi 
feature combined with the low de 
sign of the spreader makes possibl 
easy power loading and does not 
restrict the height of the load. (2) 
Weight is divided 








CONTINENTAL ENGINES 
ARE BACKED BY 
GENUINE PARTS AND 
AUTHORIZED SERVICE 
IN EVERY COMMUNITY 











A 





RED SEAL 


MODEL AU85.. 
(AIR-COOLED) 
HUSKY 3 h.p. ENGINE 
COMBINING EASY 
STARTS, HIGH TORQUE, 
LONG LIFE 


IT’S WISER THAN EVER, TODAY, 
TO HANDLE THE MAKES OF 
EQUIPMENT THAT FEATURE 

CONTINENTAL RED SEAL POWER 

© DEPENDABLE SINCE 1902 © 








[ontinental Motors [orporation 


AIR-COOLED INDUSTRIAL 


12800 KERCHEVAL AVENUE e 


ENGINE 
DETROIT 14, MICHIGAN 


DIVISION 





between the spreader and tractor 
wheels which gives better traction 
condition on ice, in 
30th cylinders as 


widespread ire 


under all 
snow or mud. (3) 
well u the 
equipped with self-aligning roller 
bearings. (4) No jacks—no heavy 
lifting to hitch up. The hitch stand 
is self-locking and unlocking and 
is an integral part of the 
(5) A safety on the Power 
Take-Off Spreader i a hield 
which fully enclose the arive 
from the power take-off shaft 


machine 
feature 


* 


Quick Offers New Garden 
Tractor Cultivator 


A NEW CULTIVATOR, available as 
an attachment for Springfield gar- 
constructed to 
auxil- 


den tractors, is 
make garden tractors and 
iary equipment simpler and easie! 
to operate, according to Quick Mfg 
Co., of Springfield, Ohio, makers 
of the product 

The design of the cultivator 
makes it possible to adjust for row 
width and depth of cultivation 
without tools, but as the 
graph indicates, by hand lever. An 
other design feature is 
rated in the simpler transportation 
lift for use in moving the culti 
vator to and from a work area 


photo 


incorpo 
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Knudsen New International 
Harvester Executive 
International Har- 


in charge 
announced 


T. B. HALE, 
vester’s vice president 
of general has 
the appointment of Arden S. Knud- 
manager of the 
depart- 


sales, 


sen assistant 


a> 
company’s general sales 
ment. Knudsen formerly served a 
regional manager, general sales, of 
Harvester’s southwest sales region 

A native of Canton, Minn., 
Knudsen joined the organization 
in 1926, and has progressed stead- 
ily within the company in variou 


and power mowers 
The new Bolens 


operation unusual among 


chain saws. Special 


capacities 





chain 


claimed by the company to feature 
power, versatility and simplicity of 


features 


said to be lighter weight, increased 
power from a new position drive, 
simplified construction for easier 
servicing and greater maneuver- 
ability, swivel control to vertical 
or horizontal positions, both left or 
right. The saw does all jobs felling, 
angle-cutting, bucking, under- 
bucking, ripping, boring, notching, 
pruning and trimming 

Powered by a two-cycle engine, 
the Bolens saw an 
exclusive engine replacement plan 


saw is is covered by 
whereby owners can trade in their 
new with a liberal 


thus elimi 


old engines for 
allowance, 


low cost 


are trade-in 





IN ROTA 





Arden S. Knudsen 


Two additional appointments al- 
so were announced by Hale 

Benjamin H. Bagby, who has 
served as southern regional man- 
general department 
since 1947, was transferred to the 
southwest region in the same ca- 
pacity, while Floyd W. Clark, Bag- 
by’s former assistant was promoted 
to succeed him as southern region- 


ager, sales 
Mounted models availoble for 


three-point hydraulic systems 


Abs 
eK 


< 
al manager K— 

Bagby has filled all sales po- seen denitit, o conte 
sitions with the company since eudom mode to ft the ict 
1937, becoming southern regional 
manager in 1947 


Clark also started with Harves- 
ter in 1937 at the company’s Bir- 
mingham district office. He wa 
appointed district manager at At- 
Janta in 1950, and assistant regional 





Floating Idler Pulley Arms 
Gsure occurcte align- / 























manager in 1951 for the south ment, longer belt life | 
° / 
st if / 
qs | 
Bolens Enters > | 
Chain Saw Field Steseered Biodne —| 
sure @ clean, even / 
THE LATEST entry into the ex- Soe cutting ! 
panding chain saw field is the 2 
Bolens Products Div. of the Food 
Machinery and Chemical Corp., WOOD'S IS 
manufacturer of garden tractors 
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LEADER 


CUTTER SALES 


THE ORIGINAL 






_& a 





| FAST, DEPENDABLE 


/ 
' WOOD’S 


/ 
; Here's the original line, the complete 
| line of heavy duty rotary cutters 
/ sales proven, performance tested! These 
/ rugged machines are also precision 
/ machines cutting sage thick as your 


wrist or clipping pasture clean and close, 
In 


hydraulic 


three cutting widths, standard and 


lift 
SPECIAL FEATURES: Parking Jack for easy, 


one-man attachment or adjustment—Adjustable 
Front Shield to open or close as desired — 
Choice of Wheels, 8" “no blowout” tires, or 15° 
wheels for low cost “used tires” —Custom Made 


models. 


Gear Box is heavy duty, 60 h. p. 


Write for new, colorful catalog! 
WOOD BROS. MFG. CO., OREGON 2, ILL. 


ROTARY CUTTER AND MOWER! 
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~ CAMPBELL 


> 


CHAIN 


nating the need to replace the en- 
tire saw 

The Bolens basic engine unit is 
available separately or together 
with any of five different length 
guide bars and chains, 14”, 16”, 
20”, 26”, 30” or with the Bolens 
bow saw attachment 


° 


Ford Division Promotes 
Three Sales Executives 


PROMOTIONS FOR three sa'es ex- 
ecutives are announced by O. L 
Wigton, general sales manager, 
Ford Tractor Division, Ford Mo- 
tor, Co 

The three are James F. Pedder, 
Russell B. Robins, and David 
Meeke 

Pedder, advanced from advertis- 


James F. Pedder 


David Meeker 


ing and sales promotion manage! 
to assistant general sales manager- 
advertising, sales promotion and 
dealer development will supervise 
the following departments: adver- 
tising, sales promotion, advertis- 
ing production, sales training, con- 
sumer research, and business man- 
agement 
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Robins, assistant general sales 
manage! field activities, will 
be in charge of the division's re- 
gional sales offices 

Meeker. assistant general sales 
manage! product sales and serv- 
ice, will supervise the following 
departments: tractor sales, imple- 
ment sales, industrial sale Ford- 
son major diesel sales, used equip- 
ment sales, parts and service 


. 


Goulds Announces New 
Multi-stage Jet Pump 


A NEW, multi-stage jet pump, 
especially designed for deeper well 
installations (up to 200 ft.) where 
higher pressures are required, is 
announced by Goulds Pumps, Inc., 
Seneca Falls, N. Y 

According to the firm, the new 
pump incorporates many engineer- 
ing and performance features de- 
veloped by the company in 40 
years of building’ centrifugal 
pumps for all types of industrial 
applications. Built in 2-stage and 
3-stage models, Goulds Fig. 3371 





Multi-Stage Jet Pump is available 
in 34, 1 and 1% H.P. units, with 
capacities ranging up to 1175 
G.P.H 

The new system may be used for 
Twin Pipe installations in 3”, 4” 
and 412” diameter well casings, as 
well as for Single Pipe installa- 
tions in 2”, 242” and 3” well cas- 
ings. The motor. a 3500 RPM ca- 
pacitor type, and the entire rotat- 
ing element are easily dismantled 
for inspection without disturbing 
pipe connections. Bronze and other 
materials used in vital parts were 
chosen to eliminate rust and cor- 
rosion 











Here’s a package of 
GOOD BUSINESS 


Ir’s good business to stock packaged ( lark “Cutaway” 
Disks — good business to tell your customers why they've 
been famous for 88 years as “the cuttingest, longest-lasting 


blades on the market!” 


Clark “Cutaways” have 14% more cutting edge to do the 
work—and do it from different directions. They bite 
deeper, pulverize more completely. And every sharp inch 
of that cutting edge is hammer-forged — Clark’s exclusive 
process that makes tough steel even tougher. They'll do the 
roughest jobs day after day and still come up sharp! 

Rugged packaging means every disk reaches you in perfect 
factory condition. They’re safe and easy to handle, conven- 


ient and compact to store. There’s a Clark “Cutaway” to 


fit any harrow, any replacement or rebuilding job. 





Factories at 
Higganum, Connecticut and Bucyrus, Ohio 
General Offices at Galion, Ohio 
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F ee 2 ' ‘ 


/ Sell every customer ‘, 


‘Planet Jr’! 


qf 
} PLANETIZED SWEEPS # 
4 
7 


Whatever speed a customer culti- 
vates—low, medium or high speed 
—you can fill his requirements per- 
fectly with Planet Jr. sweeps—the 
3-speed line. Moreover, every sweep 
is Planetized—an exclusive toughen- 
ing and tempering process—to 


assure your customers of the highest 
possible quality. 


LOW SPEED 4 
"Crown" 4" te 18" 


MEDIUM SPEED 


“Tractor” 6°" te 24" 


HIGH SPEED 


“SPDE" 4°‘ te 24" 


\ 


Over 200 sizes and 
thapes in the Planet Jr. 
line of steels! 


SALESMAKER! 


Self-service disploy rock 
sporks steels sales, soves 
space. Available ot cost-price. 


$. L. ALLEN & CO. inc. 
3421 WN. Sth St., Phile. 40, Pa. 
Gentiemen: 
Please send me | | Sweeps Details 

[ | Display Detoils 
Nome 
Address 
City Zone Stote 


eeeeeeeeen eeeeeeeee eee eeeen eeeecncccnnd 





94 





J. B. Pike Named President of 
Florida Farm Equipment Group 


MEMBERS OF THE Florida Re- 
tail Farm Equipment Association, 
meeting in Orlando, November 16- 
17 for their annual convention, 
were told that the state will offer 
virtually unlimited possibilities for 
business expansion over the next 
two decades. 

Arthur C. Horrocks, public re- 
lations counsel for the Goodyear 
Tire & Rubber Co. urged dealers 
to take advantage of the expansion 
that would take place in the years 
ahead. 

K. R. Lemley, assistant vice 
president, Citizens & Southern 
Bank, Atlanta, Georgia, advised his 
audience to keep good bookkeep- 
ing systems. He said that there 
will be an increasing demand for 
financing as increased production 
calls for more farm equipment 
He recommended that life insur- 
ance be carried on buyers to pro- 
tect the seller’s interest until in- 
stallments are paid 

Other speakers on the conven- 
tion program included C. Farris 
Bryant, speaker of the House for 
the 1953 Florida legislature, and 
Merritt D. Hill, assistant general 
manager of Ford Motor Co. trac- 
tor division 

The following officers were e- 
lected for the ensuing year: J. B 
Pike, Live Oak, president; Ottis 
Brown, Live Oak, vice president 
and Allen Hutchinson, Orlando 
secretary-treasurer 

Directors are: Roy Smith, Or- 
lando; J. W. Lyle, Winter Haven: 
George Cooper, Princetown; T. W 
Moss, Jr., Hollywood; George New- 
ell, Palatka; R. P. Jackson, Home- 
stead: Lee Roberts, Trenton: and 
T. L. Laishley, Punta Gorda 


* 


Ford Tractor Buys New 
Farm Testing Grounds 


A 2,683-acrE farm system for 
testing tractors and farm imple- 
ments and training field personnel 
has been established within 40 
miles of Detroit by Ford Tractor 
Division, Ford Motor Co. The land 
includes tracts in Dearborn, Wash- 
tenaw County and near Clarkston, 
Mich 


The largest tract—1,300 acres 
is Dearborn Farms in Dearborn. 
This area, plus the 883-acre Cherry 
Hill Farm in Washtenaw County, 
will be used for research and for 
testing tractors and farm imple- 
ments 

The 500-acre Deer Lake Hills 
Farm near Clarkston will continue 
to be used as a site for training 
courses for field personnel in the 
various phases of the farm equip- 
ment business. 

All the property 
Ford-owned 


involved is 


o 


New Air Pressure 
Farm Lubricator 


A NEW FARM lubricator, called 
Aro-Pak, will use “air powe! 
rather than muscle power” for in- 
jecting grease into difficult lubri- 
cation spots of heavy farm ma 
chinery. Using a _ built-in hand- 
pump, the manufacturer, Aro 
Equipment Co., Bryan, Ohio, states 
that air pressure will deliver 
lubricant in volume at twice the 


pressure required to crack the 
toughest fittings. No compressor is 
necessary with the new lubricator! 

Among Aro-Pak features are its 
portability and light weight. It 
weighs only 15 lbs. including 5 Ib 
load of grease. It is designed to op- 
erate efficienily with the heaviest 
greases under adverse winter con- 
ditions. Fully sealed parts keep 
dust, dirt and sand from the 
grease. List price for the Aro-Pak 
is $24.95 
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Texas Hardware & Implement 
Association, annual convention, 
CONVENTION DATES Jan. 25-27. Headquarters, Hotel 
Plaza, San Antonio. Secretary, 
Ray M. Souder, 822 Texas Bank 
Blidg., Dallas 2, Texas 





; P Tri-State Hardware & Imple- 
Farm Equipment Dealer's Asso- ment Association, annual con 
ciation of the Carolinas. annual vention, Feb. 8-9. Headquarters, 
convention, Feb. 7-9. Head- Hotel Herring, Amarillo, Texas 
quarters, Hotel Charlotte, Char Secretary, Marshall D. Shep- 
lotte, N. C. Secretary, A. A herd. Box 660. Canyon. Texas 
Chappel, 210 National Bank P 
Blidg., Wilson, N. C Virginia Farm Equipment As- 
‘ sociation, annual convention, be in booster service (cooling sys- 
ee ee Equipment Jan. 31-Feb. 2. Headquarters, tems), lawn sprinkling, hot and 
ogg ge an ——— Hotel Roanoke, Roanoke. Sec- cold water circulation, residential 
eb. 1-2. Headquarters, Hotel retary, John Raine, 823 N 
Emmerson, Baltimore, Md. Sec Robinson St.. Richmond. Va 
retary, Millard E. Eyler, 200 
East St., Winchester, Va lated 
° : ° Both units feature NEMA stand- 
Mid-South Farm Equipment ard capacitor type motor, 345 RPM 
Association, annual convention, D 115/230 I } metead 
Jan. 20-21. Headquarters, Hotel uro Co. Announces New and 9/23 4 volt with overion 
Peabody, Memphis, Tenn. Sec Centrifugal Pumps protection. The pump shaft is of 
retary, Graham McDonald, corrosion-resistant stainless steel 
Hotel Chisca Bldg., Memphis 1, THE Duro Co. of Dayton, Ohio The design is close-coupled with a 
s ow olfe ; , ‘e ‘ > se R » self. 
iin Midas te elie ied Gale oa aes be wien 7 type : eal ae Se 2 <a 
ment Association, annual con : ite p . , re es ae ee 
vention and show, Feb. 2-4 


Headquarters, Municipal Audi 
torium, Oklahoma City, Okla primarily to provide high capacity stallation of discharge pipe at vari 


Basic use of these new units will 


type swimming pools, or where 
liquids are to be efficiently circu 


power, respectively. According to and leakproof. The iron pump case 
the company, they are designed can be rotated to accommodate in 


Secretary, F. N. Thomas. 71] at low cost, and both units are ous positions. The unit has twe 
Wright Bldg., Oklahoma City, partially applicable for air condi piece bronze balanced impeller 
Okla tioning Model No. C-100 is illustrated 








“EMPIRE” built Sweeps, Shovels, 
Teeth, Steels, Furrowers, Hoes, etc 
are specific illy designed to meet 
every cultivating need . a pat 


= 7 HANS 
On tern guaranteed to give top per 


formance regardless of the con 


® dition of the land 
It is the line that makes good 
business better the first name in 


Gait Tillage Tools are Custom ‘[‘‘'”" 
Made to Fit x; Cultivating Need! g 





it Pays to Sell the Line with 
Ready Trade Acceptance! 











1840 @ 1953 
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Papec Co. Names 
New Executives 


IN HIS 51ST year with the firm 
Ward H. Preston has resigned as 
president of the Papec Machine 
Co., Shortsville, N. Y., and has been 
elected honorary chairman of the 


Highlighting the annual meeting of branch managers and assistants of the 
J. |. Case Co., held at Racine, Wisconsin, October 5 to 10, was a preview of 
new Case machines. In the foreground are new wheel-type disc harrows. 
K. J. Kratz of the Rockford factory points out features of the front- 
mounted middiebuster which is mounted on the "VAC" tractor 


ager, since 1947. Arthus Gaus FEWA Adds Two 
manager of Papec’s Indianapolis New Members 


branch for 34 years, and George 
Hamlin, the company’s production PEERLESS Equipment Corp., Dal- 
manager, have been named vice- las, Texas, and Allison-Erwin Co., 
presidents Charlotte, N. C., are new members 
The new president has been with of the Farm Equipment Whole 
board of directors, He is succeed- the company since 1924. He is a salers Association, national or- 
ed in the presidency by Frank H member of the executive commit- ganization of independent whole- 
Hamlin, who has been vice-presi- tee of the Farm Equipment Insti- salers of short and specialty farm 
dent since 1940, and general man- tute equipment lines 


SELLING... DEMING 


% SUBMERSIBLE 


. PUMPS AND 


Gaus Hamlin 








sets ‘a WATER SYSTEMS 


Entire pumping , 
unit submerged | 
in the well. Water 
cooled and water lubricated. 
Get the facts about Deming Made of corrosion- 


Easy to sell! 

Easy to install! 

Requires no pump house. 
Submersible Pumps and resistant materials. 


Water Systems. Write for THE DEMING COMPANY 


Buttetin No. 6700. 519 Broadway + Salem, Ohio 











FOAM RUBBER . wo A TIP to Goulds Dealers 


TRACTOR CUSHION Here’s a Christmas present 


that means years of comfort 
and convenience to a whole 


PROVEN 
EYE AND SALES APPEAL family! 


CUSTOMERS Feature the Balanced-Flov 
WANT IT —and the other dependable 


Goulds pumps — now! For 
you, it means — extra Christ- 
Order TOOAT trom your local distribeter or sas pre fits this year. 


write ot for your meerest source of supply. 
Covlds Pumps tne. GOULDS Balanced-Flow JET 


Seneca Falls, N.Y. 


FABRICS, Inc. for Shallow Wells 
311 BELL ST. MONTGOMERY, ALABAMA GOULDS Water Systems 
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Lilliston Implement Co. Markets 
New Five Foot Rotary Stalk Cutter 


Lilliston's new stalk cutter operates at from three to five mph and 
attaches to any standard tractor with three-point hitch and p.t.o. 


A ROTARY ACTION stalk cutter and 
mower, the five foot Roto-Speed, 
Lilliston 


Georgia 


been introduced by 
Albany, 


supplements the 


has 
Implement Co., 
The new model 
large “7-six” which has 
the market and available to cus- 
tomers for a number of years 
The manufacturer points out that 
the advantages of the 5- 
its ability to back 
into corners, turning and backing 
from any angle. This high ma- 
neuverability is permitted by full 
movement of the trail 
Effective as a stalk cutter, 
mower, 
employs 


been on 


among 
foot model is 


swivel 
wheel 
brush cutter and 
the Roto-Speed 
two massive, free-swinging blades 
especially engineered and designed 
with added weights on the cutting 
plane to stabilize the blades a- 
gainst twisting upon impact, to 
provide great momentum, and to 
minimize shock to the machine 
These heavy, fast-swinging blade 
produce a shattering impact which 
shreds breaks the fibers of 
cut material to provide a bene- 
ficial mulch, according to the an- 
nouncement. 

The Roto-Speed “5-two” cuts at 
heights adjustable between one 
inch and 12 inches. It weighs 700 
pounds, operates at from three to 


pasture 
*“5-two” 


and 


eight mph, and attaches to any 
standard tractor equipped with 3- 
point hitch and p.t.o 
Further information 
catalog and additional 
tive literature are available 


the manufacture! 


° 


illustrated 
descrip- 
from 


Dayton Pump & Mfg 
Celebrates 45th Year 


THE 2,000,000TH pump has been 
the Dayton Pump & 
Mfg. Co., founded in 1908 

Number 2,000,000 was a 
vertible jet pump which is used in 
water systems for farm and sub- 
urban homes, The manufacturer 
states that during the first year of 
their operation Dayton Pump pro- 
duced the first successful automat- 
ic electric water system ever made 
In 1924 it developed the first com- 
pact direct pressure “package” 
water system one in. which 
pump and tank were incorporated 
in one assembly and could be 
shipped and installed as a single 
unit 

Another contribution was the 
Rapidayton Axial Flow pump (in- 


produced by 


con- 
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MILKING MACHINE 
REPLACEMENT PARTS 


PERFECTION | 
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Get this Display Board FREE! 


Sets you up as Rubber Replacement Parts Headquarters for all leading 
makes of Milking Machines. 


Write today for full details. 


CROWN DAIRY SUPPLY CO. 


327 W. College Avenue, 


Waukesha, Wis. 
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troduced in 1952) which works on 
the same principle as the engine 
in a jet aircraft. In 1953 the com- 
pany produced the Rapidayton 
Champion, the first convertible jet 
water system to retail for less than 
$100.00. 


Dayton Pump today makes water 
pumps, gasoline computing pumps, 
cellar drainers, water softeners, 
and recently entered the room air 
conditioning field. 

The company was founded by 
Frank M. Tait, currently presi- 








Streamlined 
BLIZZARD 


Copper 
Continuous Srayer 


World's most beautiful copper, continuous 
sprayer, Pr. and Qt. (59 ounce sizes 
Glistening, solid copper tank. Pump barrel 
is highly pol 
ished, seamless 
brass. Modern 
design. Sturdy 
construction 


Twin nozzles for 
apraying fine fog 
mist straight 
ahead or at any 
angle 

any liquid 
ular 

round 


As Advertised in House & 
Garden ond House Beautiful 


D. B. SMITH & CO. 


428 Main St., Utice 2, N.Y. 
“Originators ef Sprayers” 
Canadian Rep. G. lL. Cohoon 
1265 Stenley $t., Montreal 2, Canada 











dent of the firm. He was a one- 
time associate of Thomas A. Ed- 
ison. Louis Wozar is general man- 
ager and Gerard J. Carney is gen- 
eral sales manager 


> 


Gross Farm Income to 
Drop Estimated 4% 


REALIZED GROSS farm income in 
1953 will be about four percent 
lower than in 1952, according to 
recent estimates released by the 
Department of Agriculture. At the 
same time the agency estimates 


that total production expense will 
decline no more than two percent. 
(Except for 1949 this is the first 
drop in the annual cost of farm 
production since 1938.) As a re- 
sult realized net income for the 
year is being put at 12.5 billion 
dollars, one billion or seven per- 
cent below last year. 

Realized gross income in 1954 is 
not expected to be larger than in 
1953 and may be a little smalle: 
according to the report. However 
some further reduction in expenses 
also seems likely, so that farmer’s 
realized net income in 1954 may 
hold fairly close to this year’s level 


Harrington Mfg. Co. Introduces 
One-Row Cotton Harvester 


THE HARRINGTON Mfg. Co., Inc 
of Lewiston, N. C., has announced 
the addition of the Spears cotton 
harvester to its Roanoke line of 
farm machinery 

The new harvester operates on 
an entirely new patented principle 
said to eliminate twisting, tumb- 
ling and rolling action, It has re- 
cently completed extensive tests in 
Georgia, South Carolina, North 
Carolina and Alabama, and, ac- 
cording to reports, has performed 
to the complete satisfaction of 
farmers, ginners and buyers alike 

The cotton is lifted gently from 
the stalk by special “fingers” and 
conveyed to a trailer pulled behind 
the tractor. This special conveyor 
system is timed with the speed of 
the tractor so that burrs, limbs 


and leaves are not twisted or rolled 
into the lint. 

Actually, cotton can be harvested 
with only two to three percent of 
the lint touched by any machinery 
No suction or blower is used in the 
process. 

The Spears harvester compare 
favorably with hand-picked cotton 
in that it harvests one acre pe! 
hour and gets 85-92 percent of the 
cotton. In recent tests, cotton 
picked with this machine brought 
only one cent per pound less than 
hand-picked cotton. 

Limited numbers of the new ma- 
chine are currently available at 
$1700.00 each The harveste1 
mounts on any tri-cycle type trac- 
tor equipped with a hydraulic sys- 
tem. 
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Complete Line Big ro | 
FOR THESE NATIONALLY ADVERTISED 
NATIONALLY-ACCEPTED MACHINES 


Garden and Small Farm TRACTORS 


> ~~ pha ve end 5H?» A Reputation for Quality Construction 


© CHEAP TO OPERATE — and Customer Satisfaction 


Walking Models. Do al! yord and ; 

garden jobs. Ruggedly built for power Profit-making opportunities are wide open to those hand- 
and traction. Features include variable ling the established SHAW line. Dealers are assured of @ 
speeds, adjustable wheel widths, in- famous brand name .. . national acceptance .. . greater 
dividual gang tool con- market potentials. 

trols. Power turn models : Seven different walking and riding models, ranging from 
available. Riding Mod- _ — — 1% to 12 HLP., help you sell everybody...the complete 
els. Provide low cost | 4 market... from home gardeners to owners of good sized 
power for small farms. ) 2 22 to 12 H. P. farms. You feature these sturdy, efficient machines with 
Pull 10, 12, I4inch 17] om La RIDING utmost confidence because they are fully guaranteed by 
plows. Plow, plont, cul- | /\) IF Tbh TRACTORS SHAW ... nationally-preferred for quality construction and 
tivote, mow, rake, do ‘ simplicity of design. When you sell SHAW you 
mony other jobs with cor sell superior tractors famous for outstanding per- 
ease. Power toke-off | ° formance... proved dependable for many years, 
pulley operates mony i ' ra] 

different attachments. |/ > ° 
me Gter Gta 1S | | Get Facts on Dealer Openings 
izer model available. 





. Write, wire or phone for catalogs on com- 
Extra Money , yi = plete SHAW line, franchise information 
in Attachments rr i . and liberal dealer discounts. 


Complete line easy mount 


tools for all land prepor- |. ain @|\'| 2 SHAW MANUFACTURING CO. 
Canter power wheat ~ ESTABLISHED 8312 Front St., Galesburg, Kansas 











CIRCULAR SAW 
CORD WOOD 
CUTOFF 


SERVICE 


SHARES 
| 





owe es SHOW CUSTOMERS THE CORDWOOD CUT 
OFF AND WATCH THE EXTRA SALES. 


Every tim 


for practically all 


Fully i plows, listers, middle- 


breakers in No. 1 soft 


GUARANTEED center or No. 2 cru- 


AS TO QUALITY cible steel of the high- by ‘ek 


FIT, AND est quality obtainable. 
sven aamuticronius conceit ROOT sawuracturine co., inc. 


Send today for catalog, 
FINISH 
DIVISION OF ILLINOIS IRON & BOLT CO 127 East Eleventh St Baxter Springs, Kansas 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 
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Ackerman Steffan I 
Mfg. Oo 
Acme Line Mfg. C« 
Aladdin Laboratori« 
Allen & Compan Ine 
Ss. L 
Allis Chalmers Mfg. Compan E hre 
Aluminum Goods Mfg. Co . Lombard (kx 
American Chain & Cabl Lowe Brothe 
Ine Eclipse Lawn : Lubriplate 
American Pad & Textile Co Empire Plow Brothers 
American Red Cross Fvans & Comy y Lucky Bunny 
American Steel & Wire ‘ Lufkin Rule 
Oyclone Fence Div 
Amis Co. O ; v Arn 
Animal Trap Co. of ‘ F Motor Div.) 
Arvey Corporation M charf Mfg. Co 
Asbestos Poxtile iv Fabrics, Incorporates Schlueter Manufactu 
Raybestos Manhattan. In ; Fairbanks. Morse & Mall Tool Compar Scovil Manufactur 
Atlantic Steel Co : Farm Tools. In Marshalltown Trowe) ¢ Seal-Dri Sportsw 
Atlas Asbestos Co . Federated Mutual Massey-Harris Co ¥ Sealand, In 
Atlas Tack Corporation ° & Hdw Insuran Master Loch 
Fiske Brothers Re MeKinne Mfg Seymour Smith 
Lubriplate Divisi« Midland ¢ | Shaw Mfg Co 
B itler Co Edwin Millers Falls Co Simplicity Mar 
ming & Sons ‘ Minneapolis- Moline Smith & Co ID 
Barrett Division em ex O-Glass ! ‘ South Bend Bai 
Chemical & Dye ¢ : lint & Walling Mf Minnesota Mining Mfg. Co South Bend Te 
Bassick Co ord Tractor Db ior Modern Displays Southern Screw 
Belmont Stamping & Kr Ford Motor Cor u 4 Murray Company of Southern States 
Co Frabill Mf ( Murray Ohio Mfg Co 
Bernz Company, Ine . Fuller Tool Com, Myers & Bros, F Spraying System 
Bethlehem Steel Springfield Co 
Bettis Corp . Stanley Tools 
Bevin. Wilcox Stanley Works 
Blue Co., In . G N Star Mfg. Ce 
Boker & Co Strataflo Prod 
Bolen Products on ; . National Guard I st. Croix Cor} 
Food Machinery | —" . : National Housewar: 
A sar 


( Servis Equipment 


Corp 
Bradson Company sveeGeen rl : Natio 
Bristol-Hortor Ine { Gould | y : Nationa 
Brown Oo., Ted B ) anam “ ' 

Butler Mfg, Co ming Cotton ( Neatslene Comy a 
°< : Ne Britain Machine ‘ Tennesse Coal 


(ireenlee Tool Co New Holland 


c (iriffin Co G W 7 one ine’ Wiel 
Griffin Mfg. Compatr ) Mfg. Cor 

Calbar Paint & Varnis , ‘ holseon |} 

Campbell Chain Co o North Hros 

Cape Cod Line Compan H North Wa 

Carlon Products Corporation if Nixdorff 

Case Co J. I 

Caswell Manufacturir Co ° Hamilton Mfg. Corp 

Champion DeArment Co ; Hanson Seale (¢ oO Ss. Plywood Cory 

Chapin Mfg. Works, Ine Ilawkins Company nion Hardware Co 

KR. E Herschel Mfg. Co Qaien Menstectantinn 6 nited States Steel 
Chapman Chemical Co Hodel! Chain Co acu dike Uheeieindenin , nited tates Stee 
Chattanooga Implement & Horrocks Ibbotson Co 7 (ite Gadeiielen ta ‘ Chemicals oe 

Mfg. Co 73} Cite, Seteeteton tod why & - ( 
Cheney Hammer Corp Ilenry i ethent  ielahen niversa amy 
Chicopee Manufacturing Co son Brothers, Ir 
Clark Brothers Bolt Co 
Clark Cutaway Harrow Co 
Olaassified Ads ; Ideal Brass Works. I1 P 
Clemson Bros., Ine Igloo Water Cans & Coo 
Cleveland Milla Company ‘ Indiana Steel & Wire ¢ Pal a ae 
Coal Chemicala Div Ingersoll Products Division —— *. - ‘ + Le ’ ) Vi 

U. 8S. Steel Cor; a ‘ Borg-Warner Corp Lime Pak a) aching ut 
Cole Hot Blast Manufacturing ane . hep ' cote Q 

Co . International ‘ Pat a! ¢ “7 J 7 } i q WwW 
Colorado Fuel & Iron Cory International ' 0 Aarne . adie 

Wickwire Spencer Steel Div (General 7 Pe tee.G alt > | ' Want Ads 
Columbian Rope Co ? Irwin Auger B . ‘Ve com so € ! F wy ~ > ae 
Columbiana Pump Co ; P ‘_ : hice i Ma — = Teel Con 
Consolidated Metal Products Peorl r; ‘ . . ean reo! 

Co +) eerless eer ‘ d Too 
querer is, ; ye ret: 
Continental Motors Corp ROOKIE anuta | 
Cooper Manufacturing Co Plumb, In Fayette of the ¢ 

t ? K Jackson Manufas ‘ Plymouth Cordage ¢ Cory 
Corning Glass Works . Jackson Mfg. ¢ f Puritan Cordage M ‘ Wickwir f 
Crescent Tool Ho Lawn Mowers a aa 
Crown Dairy Supply Co ’ Jacobsen Manufa Cort “rt etna 
Cruicible Steel Compan Jet Drill Com : Wirckoetee” Tame 
Cyclone Fence Dept. t Johnaon. Ir r 1°) Co Ammunitior 
Lin ! Winchester Repe 
inn Wire ¢ or Co Gans 


tor Saw Works 


mS} 


States Steel Cor Johnston 
Corporation Q , 
Jones & Laug Wire Products 
D Wisconsin Mot 
he Wood Brothers 
Davis Company, H. B sae Co ." 
Dayton Pump & Mfg. Co K Radiant Utilitic W ‘ oe _ re 
Dazey Corp ; Radiator Specialty : ; g F eel 
Decorite, Ine Kansas City Mower ¢ Rain-Beau Prod . 
Denison-Johnson Sales Corp Kellogg Brush Mfg. ¢ Red Devil Tools 
Deere, John is Keystone Steel & W Red Head Brand ¢ 
Deleo- Remy Division . Keystone Wire Cloth ¢ Reeve Co 
Delta Power Tool Div King Hardwar ‘ Remington Arms (¢ 
Rockwell Mfg. Co Klein & Sens, Mathias Republie Steel Cory ule & Towne Mfg. Co 
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| LaBelle 
x2 MISGCS... 


a full line for all soil conditions 





horrow with Crucible LaBelle discs 


LA BELLE 


DISC ADVANTAGES Keep your disc customers happy. Sell them the right 
. a full line for all soil conditions type of discs for the kind of soil they have. The size, 
weight, concavity and hardness of the steel should 
correspond with the condition of the soil the 


. replacements sold at all leading farm implement discs are used in. 
dealers For each type of soil there is a Crucible LA BELLE 

. product of a complete steel operation disc that will do the best job. For Crucible manufactures 
from mine to finished dis« a full line of farm discs for all types of soils, and for 


. made by the most experienced producer of all makes of disc plows and harrows. 
farm implement steels — since 1860 


. unmatched quality and uniformity 


. available for all makes of harrows and plows 


And we can attest to the fine quality of our discs . . . because 


>. we have complete control over their production from 
mining of coal and iron ore straight through to finished 
product. For customer satisfaction, sell LaBelle. 
|CRUCIBLE| first name in special purpose steels 
53 years of Fine stebmoking AGRICULTURAL STEELS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA 


REZISTAL STAINLESS * REX HIGH SPEED * TOOL + ALLOY * MACHINERY © SPECIAL PURPOSE STEELS 
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Taster farming tl 


How some of your customers 


Only a few years ago, speeding up farm operations 
would have meant “cutting corners” at the expense 
of crop yields and good soil management. Today, 
thousands of progressive farmers in Soil Conserva- 
tion Districts are proving that fast, labor-saving 
farming can also hold the soil and build fertility 
for larger yields. 

The keys to this new kind of farming are modern 
methods and advanced machinery. Using these, 
today’s conservation farmers are combating floods 
and drouth, halting soil erosion, holding more rain- 
fall on their own lands, farming their slopes in long 
contours, 


Shown below is a simple way of handling point 
rows between terraces. Tractor-mountec tools with 


PLANT up from below until narrowest unplanted 
land is 8 rows wide. Then fill in with short rows up to 
this 8-row line, turning on the unplanted strip. Finally 
plant the 8 rows across the whole field 


i) 


~ 


YOON ; ~ 








earn $3,000 more each year 


hydraulic lift make the handling of short rows easy. 
Yields go up with little or no increase in farming 
time per acre; harvesting is simplified. 


That’s why a nation-wide survey of leading soil 
conservation farmers shows an average of $3,000 
extra income per year on 1,033 farms where a cash 
income figure was reported, 


Conservation farming is a proved way to 
make more money. 





ALLIS-CHALMERS 


RACTOR OIVISIONM + MILWAUKEE 1. U.S. aA, 


\ 


Ps 


+ eee * 





HARVEST the rows in reverse order, picking 
the 8 rows first, then using the harvested area in 
swinging jrom one group of short rows to the next. 


Finally, the remaining long rows are picked 











THE King Coffon LINE 


Chalk Line— Mode f 


yorn but ftly twisted ft 


Cable Cord best seller, An excellent 

oid B's yorn seine twine 

% tb ond ? b balls ond 

pockoged in a transparent Snap Sack which 

displays, protects and mokes each bo m 
mediotely avaiable 


CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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The tougher the disc, the more acres of 
work. And Ingersoll Discs are extra tough! 


EXTRA TOUGH because Ingersoll Dis« %, 


and only Ingersoll, are made of Tem-Cross 





steel. It’s a special tillage steel that’s cross- 
rolled to minimize splitting or curling of the 


edges. 
EXTRA TOUGH—because Ingersoll Dises 


are specially heat treated for greater uniform- 
ity, for resistance to stress and strain, and to 


prevent warping. 


EXTRA TOUGH—hbecause Ingersoll’s exclu- 
sive long draw process and special tempering 
give them just the right degree of hardness 
for maximum resistance to abrasion. 


That all adds up to longer life—extra acres 
of work from every Ingersoll Disc. And that’s 
why you find most leading makes of tillage 
implements factory-equipped with Ingersoll 
Discs. 
So, for dises that are always extra tough for extra work— 
specify Ingersoll Discs on new equipment—sell Ingersoll Dises 


for re plac ement use. 





Oliver Row Crop 88 pulling RBOSX disc 
harrow equipped with Ingersoll Discs 


5 ‘ rr 2 
Rad a 


as 


Ingersoll | PRODUCTS DIVISION 
| prooucrion | 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Ill. 


SPECIALISTS IN TILLAGE STEEL | WORLD'S LARGEST MANUFACTURER OF DISCS 
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